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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
Editors. 
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Home builders hate nerve-wracking doorbells and buzzers. 
Give them the warm, peaceful tones of a NuTone Door Chime 
.. . Plan now to sell a NuTone Chime for every home built 
in your area. There are 14 models that range in price from 
$3.95 to $79.95 list. Attractive designs in both long and 
short tube door chimes. 


NUTONE DOOR CHIMES.. 
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write to NUTONE, INC., Dept. BI, Cincinnati 27, Ohio. 
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Sweet, fresh air in the kitchen... all year long! That’s what 
new home builders want. Help get rid of kitchen smells and 
make big profits! NuTone Ventilating Fans are easiest to 


install... easiest to clean... easiest to sell. Nine wall and 
ceiling models that range from $24.95 to $38.40 list. 


NUTONE VENTILATING FANS.. 
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homeowners—when you offer Shakertown Sidewalls, Coda CE 
the No. 1 Certigrade red cedar shingles. Architects. and - 
builders go for Shakertowns’ quick construction feat- Shingle 

i Ong : SIDEWALLS 
ures—their distinctive appearance, their truly factory- 
stained exterior with no further finishing on the job. 
Labor costs are low, too. And winter or summer, rain are a quality product made by 
or shine, you can finish more homes faster—with a progressive manufacturer with 


Shakertown Sidewalls. over a quarter century of spe- 
cialized experience in producing 


To step-up your sales and raise your profit margin, stained cedar shingles and allied 
hee fle ‘ aed d products. The Perma trademark 
why not offer customers these important advantages to- is your assurance of excellent 


day? Write, wire or phone for further information—now! quality. 
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WASHINGTON REPORT 





Pricing: The long expected and often predicted 
supplementary regulation, taking some of the 
squeeze out of replacement buying and allow- 
ing certain other recalculations of wholesale 
and retail prices, has been issued. It is GCPR 
Supplementary Regulation 29, issued on May 
28. 


The OPS calls it an interim regulation and says 
it’s of limited application. It isn’t an across- 
the-board lifting of the GCPR freeze; has, in 
fact, been issued “to meet two urgent needs.” 











This order, relaxing some of the buying-for- 
replacement pinch, covers all lumber products, 
plywood and building materials handled by 
lumber and building materials dealers. 







If your ceiling prices are determined under the 
General Ceiling Price Regulation, and if your 
supplier’s ceiling price, determined under sec- 
tion three of GCPR, is at present higher than 
your base period cost, then you may raise your 
own ceiling enough to cut out that squeeze. 










The catculations are rather elaborate and exact- 
ing, and you’ll need a copy of the regulation 
to fix them up accurately. In brief, you start 
with your “base period cost;” then you figure 
out “the percentage markup which your for- 
mer ceiling price yielded over your ‘base period 
cost’;” next you determine your “present net 
invoice cost;” and then you apply that per- 
centage markup to the present net invoice cost. 

. Better watch it, Buster. 


That’s in section three of SR 29. The purpose is 
to let up on the wholesaler or retailer who, 
back in the days when his own ceilings froze, 
was buying from a supplier at prices lower 
than the same supplier is quoting now... 
And keep a hard eye on the figuring of the 
“present net invoice cost” thing. As the lush 
remarked after he fell down the elevator shaft: 
“That first step is a son-of-a-gun.” 


The performance under section three is based on 





























der GCPR;; that his own prices are now frozen; 
and that he can make no additional price in- 
creases to his wholesale or retail customers. 
And so the regulation allows the wholesaler 
or retailer but one price recalculation. 


Section four of SR 29 has to do with wholesalers 
and retailers, buying from manufacturers cov- 
ered by the Manufacturers’ General Ceiling 
Price Regulation. That’s CPR 22. If you buy 
from a supplier who has changed his price for 
a commodity, under this regulation, then in 
some cases you may and in other cases you 
must recalculate your ceiling price. 














If the supplier has increased his price, then you 
may increase your price, by formula. If he 
has decreased his price, under pressure of CPR 
22, and if you have made use of section three 
0! SR 29, they you must decrease your price, 
too. In each case you-employ our old friends, 
the “permitted percentage markup” and the 







the idea that the manufacturer is operating un- | 









“new net invoice cost.” Section five has to do 
in the same manner with changes in retail 
prices, to reflect what wholesalers pull off in 
the way of changes under the authority of 
section four. 


But in sections four and five you’re told if you 
can get a statement from your supplier, in 
writing, to the effect that any price reduction 
he’s made to you has been voluntary and 
doesn’t issue from any changes in official price 
regulations, then you don’t have to lower your 
ceiling. 


Since SR 29 is intended to put the slug on that 
“replacement squeeze,” you have some option 
about using it or letting it lay. However, as 
indicated above, the regulation is all of a piece; 
and if you decide to recalculate under section 
three, then you’ve got to trot right along and 
comply with sections four and five. Wooden 
you know! 


No reports have to be filed; and all records are 
kept at the dealer’s place of business... . The 
language of SR 29 is more or less spraddled 
out; because the affair was designed to aid all 
wholesalers and retailers in all lines of mer- 
chandise. It’s probable that various OPS Divi- 
sions will fix up special stories about their 
own products. 


NPA Regulation 4 has been liberalized. R 4, as 
you recall, has to do with using the DO-97 rat- 
ing to buy MRO items. To you and us, that’s 
maintenance and repair. Until this regulation 
was issued, the limit was 100 percent of the 
amount spent for these items during the base 
period. Now it’s been increased to 120 percent. 


Two reasons for the increase. First, prices of this 
MRO material have gone up by some ten per- 
cent. Second, expansions and increased use of 
available facilities created an extra demand 
for MRO items estimated at another ten per- 
cent. Some other changes were made to add 
flexibility and to make the operations a little 
simpler. 


CMP: Not many of the dealers in this industry 
have found it necessary to file applications 
under the Controlled Materials Plan. Some, of 
course, have; those who use they shops to pro- 
duce Class B items. The filing date for the 
July-September quarter has gone by; and the 
next quarter may come through with different 
requirements. But the initial list can be sug- 
gestive of the future pattern. 


But don’t ignore the CMP, in any case. You may 
not have to file; but it’s probable that a lot of 
your suppliers and some of your customers 
will have to do so. If the output of military 
defense items increases this fall as fast as 
we’re told to expect, then concerns outside the 
CMP magic circle may have a tough time get- 
ting supplies. The CMP is a new factor in 


guessing markets; also in managing sales and 
salesmen. 








Last year 53 vessels lifted C. D. Johnson 
lumber cargoes from company port facilities on 
Yaquina Bay. These cargoes ... easy to check, 
unload and dispatch... reached destination 

in the same prime condition in which 

they were shipped. 


Manufacturer: PACIFIC COAST LUMBER 
Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 
SALES OFFICES: AMERICAN BANK BUILDING, PORTLAND 5, OREGOS 
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NEWS BRIEFS 








Unofficial hints are beginning to come out of Washington to 
the effect that credit restrictions may be relaxed on low cost hous- 
ing (under $10,000) in areas where defense needs are urgent. This 
is as this column previously expected. — 


zs: * * 


We now prophesy that such areas of need will be interpreted 
on an increasingly liberal basis so that most industry areas will 
again find home financing made easier, though not so lax as it was 
a year ago. ballast 


But in spite of relaxations, only a minority of dealers will 
benefit directly. Most dealers should continue to bank on repair 
and remodeling and farm business as major sources of building 
materials sales for at least the next year. 


* * * 


Dealers equipped to supply either shell houses or partially 
completed homes should consider expansion of this type operation 
as a means to help customers over the downpayment hurdle. This 
type sale frequently requires extra effort on the part of the dealer 
to arrange financing, but the effort will prove increasingly impor- 
tant as the sales of contractor built houses continue to shrink. 


* * * 


It now seems doubtful if cutbacks at the manufacturers’ Jevel 
in major appliances and other building materials depending on 
metals will be felt much before next year. Large inventories plus 
cutbacks in demands at the consumer level (again due to credit 
restrictions) will stretch supplies. 


* * * 


Controls out of Washington are causing much trouble up and 
down the line and it may be months—if ever—before the details 


are ironed out. 
* * * 


The NPA basic construction order, M-4, has been causing a 
lot of confusion, especially in the heavy-construction field; so the 
agency has put out a 14-page booklet entitled “Criteria for Proc- 
essing M-4 Applications.” It opens with the statement that con- 
struction should be reduced to the minimum necessary for the 
defense effort. Well, it looks as though the minimizers had been a 
little too hot. 


* * * 


If a building needs more than 25 tons of steel, an application 
must be sent to Washington. Spring is the time when such build- 
ings are planned; and the report is that the NPA office has been 
snowed under with applications. The staff has been working its 
collective head off but hasn’t been able to dig out. Decentralization 
is said to be in the works. 


* * * 


Special CMP regulations for construction? That rumor goes 
around Washington; gets believed, largely because something of 


the sort is needed. 
* £ *# 


The Federal Reserve Board promoted the idea of tighter 
credits; as a guard against inflation. Now the Board wonders if it 
understood all it knew, when it let go that Sunday punch. In- 
stallment and mortgage terms got tightened up; and now money 
needed for business and for consumer buying is a thought hard to 
find. In fact there’s some scare talk, so they say, in the FRB 
itself; about deflation. -Probably won’t be; but that’s the talk. 


News Briefs including Convention Dates, continued on next page 
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Next Year's Convention 
Dates Announced 


BMEA has announced the 
following list of convention lo- 
cations and dates for 1952. Al- 
theugh there are possibilities 
of changes, most dates are defi- 
nite. Corrections will be made 
in these columns as they may 
occur. 


January 14, 15, 16—Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville, Ky. 


January 15, 16, 17 — Northwestern 
Lumbermen’s Assn., Minneapolis, Au- 
ditorium, Minneapolis. 


January 23, 24, 25 — Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. 


January 20, week of —Ohio Retail 
Lumbermen’s Assn., Cleveland Audi- 
torium, Cleveland, Ohio. 


January 21, 22, 23—Western Retail 
Lumbermen’s Assn., Olympic Hotel, 
Seattle, Wash. 


January 28, 29, 30—Northeastern Re- 
tail Lumbermen’s Assn., Hotel Stat- 
ler, New York City. 


January 29, 30, 31—Wisconsin Retail 
Lumbermen’s Assn., Municipal Audi- 
torium, Milwaukee, Wis. 


February 5, 6, 7—Michigan Retail 
Lumber Dealers’ Assn., Civic Audi- 
torium, Grand Rapids, Mich. 


February 6, 7, 8— Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


February 6, 7, 8— Mountain States 
Lumber Dealers’ Assn., Shirley-Savoy 
Hotel, Denver, Colo. 


February 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, Wm. 
Penn Hotel, Pittsburgh, Pa. 


February 12, 13, 14—IIllinois Lumber 
& Material Dealers Assn., Sherman 
Hotel, Chicago, II. 


February 13, 14, 15—Virginia Build- 
ing Material Assn., Richmond or Roa- 
noke. 





February 17, 18—Mississippi Retail 
Lumber Dealers’ Assn., Buena Vista 
Hotel, Biloxi, Miss. 


February 24, week of—Intermountain 
Lumber Dealers’ Assn., indefinite. 


February 26, 27, 28—Indiana Lumber 
& Builders’ Supply Assn., Murat 
Temple, Indianapolis, Ind. 


February 27, 28, 29—Nebraska Lum- 
ber Merchants Assn., City Auditorium, 
Omaha. 


March 11, 12—North Dakota Retail 
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BRAUND 


meets the demand for 


SUPERIOR 
QUALITY 


BIRCH 


Carload en 


BIRCH 
PLYWOOD 


Stock Panels 


Grades A-A, A-1, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/2” to 34”. 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
yy" and 3/16". All 
panels are 3-ply. 


All Birch plywood meets 
Bureau of Standards spec- 
ifications. 


BIRCH VENEER 


Rotary and Sliced Cut. 
Standard Thicknesses. 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our 


new 
DETROIT 
WAREHOUSE 


including 


DOOR PANELS 
birch and gum 4 & 3/16 


STOCK PANELS 


birch and gum all sizes 


SHEATHING 
fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 
Telephone—M Idwest 4:3450-51-62-53 


Birmingham TWX 
Detrolt Warehouse—Tel. TY 4-4095 


NEWS BRIEFS CONTINUED— 


Price-wage controls, according to reports, will be extended, 
as is, beyond the June 30 expiration date of the present law. Some 
business organizations suggest a four-month or even a six-month 
extension; but not a year. They say eighteen months would be 
better than twelve. Four months would be still better. 

* * * 


Reasons are like this: In four months we're likely to know 
if there’s going to be a big-league war in ’51. The idea is that Uncle 
Joe won’t let the war dogs out with winter coming on. By fall, 
we'll know if mounting defense output is going to set off inflation 
again, as the big-time economists say. As for a year’s extension, 
nobody wants the next decision to come just before the ’52 national 
conventions. 

* * * 

Price Stabilizer DiSalle seems to mean it when he says he 
wants legislation to license all business, as a means of enforcing 
price controls. It’s not generally known, but the Federal Reserve 
has some authority to license concerns.in connection with Regula- 
tion W. This power is used sparingly. During the late war the 
OPA had a rather similar power in connection with rationing. 

* ES * 


The OPS also wants the right to set parities at the beginning 
of marketing seasons, instead of having parity figures jigging up 
and down throughout the season... Neither this nor the licensing 
idea seems popular on the Hill. - 








* 


* 


Organized labor is out to get a 15 percent higher limit for 
wages, measuring from the January 15, 1950, level. Eric Johnston 


is said to be solidly opposed to that much of a bulge... 


There 


have been a couple of shipyard strikes voted, to protest government 
delay in approving wage boosts that would go up through the 


present ceiling. 





Lumbermen’s Assn., Fargo or Bis- 
marck, N. D. 


March 12, 13, 14—Iowa Retail Lum- 
bermen’s Assn., Iowa Exhibit Bldg., 
Des Moines. 


Between March 15 and April 15— 
Montana Retail Lumbermen’s Assn. 


March 18, 19, 20—Carolina Lumber & 
Building Supply Assn. 


March 19, 20—Louisiana Building Ma- 
terial Dealers’ Assn., Jung Hotel, 
New Orleans. 


March 25, 26, 27—Tennessee Building 


Materials Assn., Nashville. 


March 27, 28—JIndependent Retail 
Lumber Dealers’ Assn., Hotel Radis- 
son, Minneapolis, Minn. 


April 13, week of-—Florida Lumber & 
Millwork Assn., indefinite. 


April 15, 16, 17—Southern California 
Retail Lumbermen’s Assn., Ambassa- 
dor Hotel, Los Angeles, Calif. 


April, first week of—Mississippi Re- 
tail Lumber Dealers’ Assn., indefinite. 


April 20, week of—Texas Line Yard 
Retail Lumber Dealers’ Assn., indefi- 
nite. (Possibly Galveston.) 


April 23, 24, 25—Lumber Merchants’ 
Assn. of Northern California, San 
Francisco, Calif. 


Sales Decline Felt in 
All Retail Lines 


Total sales of all retail stores 
in April amounted to $11,510 
million, about 4 percent above 
a year ago, the U. S. Depart- 
ment of Commerce has an- 
nounced. 

The downtrend in sales from 
the peak reached in January 
continued in April although at 
a reduced rate. After adjust- 
ing for seasonal factors and 
trading day differences, sales 
in April were down 3 percent 
from March. This compares 
with a decrease of nearly 6 per- 
cent that had been recorded 
from February to March. 

Declines in sales in April on 
a seasonally adjusted basis 
were shown for most _ store 
groups. 

Among the nondurables, an 
increase of about 2 percent was 
registered at apparel and gen- 
eral merchandise stores. This 
reflected, in part, the extensive 
sales promotion activity during 
the month by apparel and de- 
partment stores. 

In the remaining nondurab'e- 
goods classes, small decreases 
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DO YOU NEED 


GLAIG? 


CALL on SEE 


“Gite: 


Accidents will happen when 


small quarterbacks kick footbails! 
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We sell. 


t-O-F QUALITY 
WINDOW GLASS 


@ Before someone ix hurt; 
before cold weather comes; 
check over the windows ond 
giaxed areas in your house. 
Let us know the sizes and 
we'll repioce with L-0.F 
Quolity Glass. Or, if you 
wont to do the job yourself, tess scenery than 
we will furnish of] your meads is the house. Acti 
—putty, brads, patty knife, games, aby 









° member, we're headquarters 

» LibbepQwenrferd Gtass 

ocacts: Themagone Sefety 

Window Vitvohte, 
Goss. 


¢ Plete 








Clearenr.. 





MAME AND ADDRESS) 









Brighter. : 





WH tte 
COSTS NO MORE! 





and sash paint end bras 
you vent to repaint your sash afterwards. Cy 
end sex ovr complete stock. , 






(NAME AND ADDOi# 








Replacement window glass is a proved profit 
maker—and newspaper or handbill advertising is 
a proved way to get your share of this business! 
That’s why L:O-F offers a variety of profes- 
sionally-prepared advertisements, in all sizes, for 
all seasons, to help you go after this business. 
They’re available in mat form, free. Use the 
handy coupon, below, to write for your free copy 
of the window glass proof book that shows all 


the advertisements you can use. 


LIBBEY: OWENS - FORD 
a fd, (ane te GLASS 
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Of course, you’d better have a good stock of 












the easier-cutting, nationally-advertised L-O-F 
Window Glass on hand. For advice on what 
quantities of the fastest selling sizes to stock, call 
your nearest L-O-F Distributor. He’ll also help 
you plan an effective, consistent local advertising 


campaign to increase window glass sales. 















GET YOUR FREE CoPyY OF THIS 
L-O:-F GLASS AD MAT BOOK 


LIBBEY-OWENS-FORD GLASS CO. 
5061 Nicholas Building, Toledo 3, Ohio 


Please send me your book of business-building ad mats on 
L-O-F Glass. 


COMPANY NAME 
STREET ADDRESS 
CITY 
REQUESTED BY 
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PLEASE PRINT 








ZONE STATE 








a 
i 
| 
| 
| 
| 
1 
| 
a 











Builders everywhere depend on DELFAIR for 
top quality oak flooring. Carefully graded lumber, plus 
modern equipment and machines, plus skilled, conscien- 
tious workers . . . these are some of the reasons for know- 
ing that when you buy DELFAIR, you are buying oak 
flooring at its very best. 


For your complete flooring needs, we invite you 
to look to DELFAIR. 


eh oS ce 





A Complete Line of Quality Hardwood Flooring 


® STANDARD STRIP @ PREFINISHED 
® OAKBLOK ® PLANK 
® SQUARE EDGE STRIP 


D. L. FAIR LUMBER COMPANY 
LOUISVILLE, MISSISSIPPI 
Member NOFMA 





ranging from 1 to 4 percent 
were recorded, resulting in a 
decline of about 1 percent for 
the entire nondurable-goods 
group. 

Larger decreases in sales 
from March to April, after sea- 
sonal adjustment, were in- 
dicated for stores selling prin- 
cipally durable goods. How- 
ever, in almost all cases the 
declines registered in April 
were substantially less than 
had been shown in the previous 
month. 

Seasonally adjusted sales at 
building material and _ hard- 
ware stores were down 4 per- 
cent, while in the remaining 
categories the decline was from 
7 to 8 percent. 
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Market Centers 


TACOMA—A betted by a 
fortnight of good weather, log 
and lumber production is going 


- forward at a good pace. Al- 


though conditions are hazard- 
ous, the forest fire situation 
has not been unusually critical. 
No fires of serious proportions 
have been reported, but oper- 
ators are exercising every pre- 
caution. Although private in- 
dustrial demand is responsible 
for much of the plant activity 
locally, some mills are working 
on defense orders. These in- 
clude the Weyerhaeuser Tim- 
ber Company, whose plants 
are engaged on three plywood 
contracts and the Georgia Pa- 
cific Plywood Company of 
Olympia and the Pacific Mu- 
tual Door Company here, also 
working on plywood contracts. 

The Puget Sound Plywood 
Company here has started 
building a $50,000 addition to 
its plant. The 210 by 100 foot 
building will be used primarily 
for warehouse purposes for ‘he 
time being, with plans to even- 
tually construct a new drier in 
the addition. The Mutual ‘ir 
Column Company has com- 
pleted reconditioning sections 
of its mill that were only 
slightly damaged during ‘he 
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recent fire. The mill is now op- 
erating at about 50 percent of 
its capacity and will continue 
on that basis for a while before 
rebuilding the portion of the 
planing mill damaged by the 
fire. About 25 percent of the 
plant was destroyed. 

The Picoe Logging Company 
of Montesano submitted a high 
bid of $55,067 for 1,085,000 
board feet of timber offered for 
sale last week in the Olympic 
National Forest. The timber 
included 715,000 feet of Doug- 
las fir. Forty-seven million 
board feet of timber in the 
same forest will be offered for 
sale at another auction the last 
of this month. The timber is 
mostly fir and hemlock. 

SEATTLE — Seven hundred 
and fifty housing units are 
scheduled to be built at Brem- 
erton, Wash., probably by pri- 
vate capital, following designa- 
tion of the city as a critical 
area. The navy has requested 
3,000 units. 

Domestic demand for lumber 
is slow; there is a general be- 
lief that the nation is in a tem- 
porary business slump which 
will not last long. There is a 
little better demand for the 
best green dimension but other 
fir items are steady. Green two 
by sixes 18 and 20 feet in No. 
2 and Btr. are probably the 
most sought after fir item. 
Pines are steady with Idaho 
White items very scarce. 
Shingles continue weak but are 
a little stronger than two weeks 
ago insofar as 5x prices are 
holding. Many machines are 
down in scattered mills 
throughout the American and 
Canadian producing areas. 

Many attribute slow demand 
for lumber to high inventories 
in retail yards all over the 
country. 

Prices are litle changed. No. 
1 green fir dimension is a little 
stronger but No. 3 items have 
declined. Hemlock is virtually 
the same. Slight recessions are 
found in the prices of Royal 
and perfection shingles. West- 
ern red cedar prices are de- 
scribed as “Chaotic.” 

Brightest spot in the current 
market picture is the strong 
demand for export. The United 
Kingdom has placed orders in 
British Columbia for 600 mil- 
lion feet to be shipped during 
June to December, the British 
furnishing the ships. Prices re- 
ceived are declared to be 5-7 


dollars higher than previous 
quotation. Five ships have been 
charted for Australia at the 
highest rates in history; double 
the cost of last August. Japan 
seeks flitches and squares while 
South Africa cabled one firm 
here “please quote anything.” 


KANSAS CITY—The South- 
western lumber market was a 
dull affair throughout May and 
indications that it would carry 
into June were noted as retail 
yards refrained from buying 
and new construction failed to 
make the headway observers 
had predicted. 

Prices were about steady, 
with the large mills and gen- 
erally lower with the smaller 
mills which were seeking busi- 
ness by cutting quotations. For 
the first time in months it was 
heard that a number of the 
small — “groundhog” — mills 
were closing down for lack of 
business, as concentration yards 
took to the sidelines. 

Price lists showed! wide vari- 
ations from the ceiling prices 
posted early this year. There 
was not enough buying in the 
market to create any marked 
degree of stability. It was re- 
ported that prices for dimen- 
sions were as much as $10 a 
thousand apart in some locali- 
ties, depending on how much 
the mill was in need of busi- 
ness. 

Even the larger mills re- 
ported prices were off as much 
as $3 to $5 a thousand from 
the January levels, while the 
little operator was quoting 
stocks down as much as $8 
to $10. 

Weather conditions have been 
ideal the last ten days and 
mills are stepping up logging 
and cutting operations. To date 
the inventory has been accumu- 
lating at the mills and has not 
moved to yards or wholesalers. 

Sales reports of 173 line 
yards, as compiled by the Fed- 
eral Reserve bank for seven 
states in the Southwest, for 
April showed total sales of 
lumber were only 3 percent 
ahead of a year ago, and that 
for the first four months of 
1951 volume measured 5 per- 
cent less than a year ago. In- 
ventories of the retailers at the 
end of April was 1 percent 
larger than a year before. 

Wholesalers reported to the 
bank a sales gain of 26 percent 
in April over a year before and 
a 14 percent increase for the 
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next month... 


National Leck, Compan 


will announce 


a significant addition 


to the rapidly broadening line 
of quality 
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And by reminding customers coming into your store about 
a broken pane that must be replaced, or some other window 
glass need, this attention-compelling counter display will 
help you ring up a lot more sales of Pennvernon Window 
Glass. 

Here’s a sales booster that makes your selling job easier. 
For it helps you cash in on the reputation Pennvernon 
enjoys among buyers as “window glass at its best.”” They 
know that Pennvernon Window Glass has excellent vi- 
sional properties, with a brilliant surface finish on both 
sides which permits glazing either side out. 

Ask your local Pittsburgh Plate Glass Company branch 
or jobber about this new Pennvernon counter display and 
a other sales aids to help you sell more Penn- 

) vernon Window Glass. Pittsburgh Plate Glass 
Sunmethen Company, 2129-1 Grant Building, Pittsburgh 


© 19, Pennsylvania. 


four months ended April 30, 
as against a year ago. Stocks 
in the hands of wholesalers 
were 38 percent greater than a 
year ago. 


umber—National 

Lumber shipments of 487 
mills reporting to the National 
Lumber Trade Barometer were 
9.8 percent below production 
for the week ending May 26, 
1951. In the same week new 
orders of these mills were 13.3 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 59 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders 
were equivalent to 28 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
44 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 5.2 percent above 
production; orders were 6.0 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 95.8 percent above; ship- 
ments were 80.0 percent above; 
orders were 79.9 percent above. 
Compared to the corresponding 
week in 1950, poduction of re- 
porting mills was 12.4 percent 
above; shipments were 1.7 per- 
cent below; and new orders 
were 0.1 percent above. 


Western Pine 
Production of Western Pine 
and Associated Woods by the 
103 mills reporting to the 
Western Pine Association for 
the week ending May 26, 1951, 
totaled 77,986,000 feet, com- 
pared to 70,008,000 feet for the 
corresponding week a year ago. 
Orders for the week amounted 
to 69,483,000 feet compared to 
72,455,000 feet last year. Ship- 
ments for the week this year 
amounted to 68,347,000 feei, 
compared to 73,139,000 fect 
last year. Shipments ran 12.4 
percent below production whi e 
orders were 1.7 percent above 
shipments. Orders accepted i:- 
creased 14.0 percent over the 
previous report. 
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Rennr CTFOTe — window glass at its best! Southern Pine 


The 111 mills reporting ‘o 
PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS the Southern Pine Association 
for the week ending May 2), 
PITTSBURGH PLATE GLASS COMPANY 1951, cut 20,309,000 feet. This 
was 5.78 percent above the SLi 
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GET MORE CASH-AND-CARRY SALES WITH 
THESE NEW TILE DISPLAYS! 


They sell! Sloane-Blabon’s newest merchandising units dis- 
play actual Texfloor* and Marbletone* tile in 9" x 9" size... 
show complete color lines . . . help customers plan decorating 
schemes. They save money! You do a specialized tile business 
with minimum inventory. They save space! Each unit measures 
only 28" x 36"... sturdy permanent type construction. They're 
ready now! See how you can get these profit-makers fast... 
send the coupon below today. 


*Trade-mark 
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They stand up! Rubber grippers 

along bottom edges enable you 
to stand units against wall, 
chair, rolls, etc. for quick and 
easy demonstrating. 





They hang up! Put unused 
space to work! These merchan- ° - ¥ _ 56 j 
dising units can be hung onthe | Send this coupon today for more information! 
wall to make effective, colorful 
selling-displays. 
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SLOANE 


Li sisuit pact PRODUCTS 


SLOANE-BLABON CORPORATION - 295 Fifth Ave., New York 16, N. Y. 


Sloane-Blabon Corporation 
295 Fifth Avenue 
New York 16, New York 


Dept. AL-1-6 


Let me know how | can get these new Texfloor and Marbletone tile mere 
chandising units. 


NAME....++ Coe cececccccecerecceeeeeececeeeeeeeeeeeeeees evece 


ADDRESS 





CITY eeeeeeeee eccccccccccccccccceceAONE STATE. occccccess 
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three year average. Shipments ran to 15,051,000 feet, 25.89 
for the week totaled 17,079,000 percent below production and 
feet, which was 15.90 percent 21.90 percent below the three 
below production and 11.05 year average. Orders on hand 
percent below the three year decreased 3.79 percent during 
average. Orders for the week _ the week. 































The Lumber Market at Presstime 

















The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 












































DOUGLAS FIR SOUTHERN PINE 
Vertical Grain Flooring 
Vertical Grain Picetas c D B&Btr. Cc D 
i a: a: ews rey crc y 180. 
EE 170.00 160.00 120.00 ae — i 








































































































g - \pemetetrnesy 195.00 185.00 145.00 
Flat Grain Flooring TE bt hitetceenad 220.00 210.00 170.00 
De Sciccdeseail 145.00 135.00 103.00 Drep Siding 
— igecnipepaetanaets 165.00 160.00 110.00 nk (pat #106) .206.00 195.00 165.00 
Drop Siding 1x6 (Pat. #116).206.00 195.00 165.00 
1x6 (Pat. #106).160.00 155.00 118.00 Boards and Shiplap 
1x6 (Pat. #116).155.00 150.00 115.00 ; 1x6 1x8 1x10 1x12 
No. 1 ...143.00 143.00 148.00 173.00 
Ceiling No. 2 12; 86.00 91.00 91.00 96.00 
a 110.00 70.00 No. 3... 76.00 83.00 83.00 89.00 
TE. asonhued 120- 330 115-125 100.00 Ke. 1 Dimension 
Boards and ames i =” 10 1x18 2x 4 95-00 96-00 98-00 108-00 108.00 
(green) 1x 2x 6 89.00 91.00 92.00 102.00 104.00 
No. 1 ....75.00 78.00 76.00 78.00 2x 8 94.00 94.00 96.00 102.00 104.00 
No. 2 ....74.00 75.00 73.00 75.00 2x10 104.00 105.00 105.00 113.00 116.00 
No. 3 ....59.00 62.00 59.00 62.00 2x12 110.00 110.00 110.00 121.00 126.00 











No. 2 Dimension 





No. 1 Dimension 










































































2x 4 88.00 89.00 91.00 101.00 101.00 
12’ 14" 16-18" 20 2x 8 84.00 85.00 86.00 95.00 97.50 

2x 4 79.50 79.50 84.00 83.00 83.50 2x10 88.00 88.00 88.00 93.00 95.00 
2x § $3.00 $3.00 $3.00 83.00 33.00 2x12 88.00 88.00 88.00 95.00 103.00 
x . . . . . 

2x10 $3.00 83.00 83.00 83.00 83.00 No 3 Dimension R/L Only 

2x12 83.00 83.00 83.00 83.00 83.00 ta Of 

. 2x 8 71.00 

No. 2 Dimension : 2x10 71.00 
2x 4 76.00 76.00 79.00 76.50 76.50 xis dase 





2x 6 75.00 74.50 75.00 79.00 79.00 
2x 8 75.50 75.50 74.50 74.50 74.50 
2x10 74.50 74.50 74.50 74.50 74.50 
























































2x12 73.00 73.00 73.00 73.00 73.00 REDWOOD 
Vo. 3 Dimension R/L Only %x6 A&Btr. Siding nish 120.00 
an Seesvesrereesinenehiverting o-3e %x8 A&Btr. Siding ............ 150.00 
~ | Bertavinkcraneamammtncdecuqceay > 60.00 ¥% x8 A&Btr. iding ne DR i's Be 185.00 
3x10 Coeeceeeesceererseeseoeseoees 58.00 x ‘ it aastr lee ae aes Hb +4 

“eee eee eee weeeewewe eee eeeeeenee . = iy eceocee e eee 

DEE | sts mageweeees belaeaeeeaaine 58.00 Tt & Mel MIE, cvcccccccccess 195.00 
(Add 10-12 for dry lumber) Be Dele See ceccccccccceoe 210.00 
pos RO a re eee 220.00 








Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 










































































































































































Beveled Sidi Inch 
WESTERN PINES — i. an se 
f. eee 95.00 83.00 75.00 
PONDEROSA PINE x5 inch ...... 120.00 118.00 88.00 
Selects %x6 inch ...... 155.00 143.00 120.00 
S2 or 4S 4/4 RW 5/4 RW 8/4RW %x8 inch ...... 185.00 1738.00 130.00 
C&Btr. RL ...275.00 285.00 280.00 nen x owed steing by a omnes 
° TICN woccccce le 5 
— sees ineee nh ccccsane 230.00 218.00 175.00 
6/4 alate av ic's nats a ee 170.00 155.00 ae ee siaawees 230. 00 228.00 165.00 
leat itis Finish, B and Btr. 82S or 4S, 
Commons 6-16’ or Rough 
S2 or 4S No.2 No.3 No.4 1x 8 pp aee paacnecieey 145.00-165. 00 
SS WE. occceds 130.00 96.00 82.00 JO RRO ERROR ORT ES 175. 
SHOS Wie sicccse. 130.00 96.00 80.00 1 Es RSet ie 185. 00 
Ceiling or Flooring. 
Idaho White Pine B and Btr., 9-16’ ’ 
Selects B&Btr. Cc D 
ceBt 7 oox4, oixt, 1x8, 5st. I ce ke cals arate are 100.00 97.00 85.00 
¥. ; i , i FREESE: 00.00 : 
, re 205.00 225.00 230.00 235.00 “ . — 
Cxmnment S2 or 48 No. 1 No. 2 No. 3 CEDAR SHINGLES 
 eeepeeiee 150.00 140.00 100.00 
i eieatiiea apis: 150.00 140.00 100.00 RED 
Ss Royals 
nr ced Pine ee | See 18.00 
Seeete EE cok 5 we o.eiwnedeioh 11.50 
S2 or 48 4/4 Rw 5/4 Rw 6/4 RW RS 8 eh ae aiid 8.00 
B&Btr. RL...300.00 Re Fr ea : 
C ORL... 6.00: 275.00 278-00 198-00 si mec oy S 13.50 
Stent: 255.00 240.00 175.00 —18°-8/2% ees hres soe 00 
Shop, 82S Ogee 5.75 
No. 1 No. 2 No. 3 xxxxxX 
ois bs dele 175.00 185.00 100.00 SII oe ob ss sk scenes 11.50 
| See: 175.00 135.00 100.00 BT oo oo kc. cecenineeies 7.75- 8.0 





Seevessecne . 135.00 100.00 fyee 8 222222000. 





ENGELMANN SPRUCE 


Boards and 
Shiplap (dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..114.00 112.00 115.00 125.09 
No. 3&Btr.. 93.00 96.00 102.00 112.09 
No. 1 Dimension 


No. 2 Dimension 
2x 4 85.00 85.00 85.00 85.00 85.00 
2x 6 85.00 85.00 85.00 85.00 85.00 
2x 8 85.00 85.00 85.00 85.00 £5.00 
2x10 85.00 85.00 85.00 85.00 85.00 
8x12 81.00 81.00 81.00 81.00 1.00 
(Boards graded No. 1, 2, 3, at flat 

price; no price for straight ‘No. 2. } lills 

do not grade out No. 3 Dimension sepa- 
rately as in fir.) 


WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc D 





rere 165.00 155.00 115.00 

Flat "eiaie Flooring 
. eee 140.00 130.00 98.00 
aa a ee aa 160.00 155.00 110.00 


1x6 
Drop Siding 
1x6 (Pat. #106).155.00 150.00 113.00 
1x6 (Pat. #116).150.00 145.00 110.00 
Ceiling 
oO eer 00 105.00 60.00 
DE. Secacatwus 116. tee 110-120 95.00 
Boards and Shiplap and 2” (Dry) 


1x 1x8 1x10 1x12 
No. 1 ....84.00 86.00 86.00 86.00 
MO. 3B ocecthae 81.00 81.00 81.00 


No. 3 - 64.00 66.00 66.00 66.00 
No.1 Dimension : 
12’ 14’ 16’ 18’ 20’ 
2x 4 91.00 91.00 93.50 92.00 92.00 
2x 6 92.00 92.00 92.00 92.00 92.00 
2x 8 90.00 90.00 90.00 90.00 90.00 
2x10 90.00 90.00 90.00 90.00 90.00 
2x12 87.00 87.00 87.00 87.00 87.00 
No. 2 Dimension 


wexl? 82.00 82.00 82.00 82.00 82.00 


van cccasaneabanteteteoieaeden 65.00 
BEE. ic waw pnieaieeeaew ae Sawee ec 64.00 
Le inna icaeanaeabeeeeen eee 63.00 
SS er ere 62.00 
ee Se eae 62.00 





OAK FLOORING 


Clear Pin. ux2% $§x1%e 4x2 %xi% 
White ..255.00 225.00 197.50 187.50 


Red ....255.00 225.00 197.50 187.50 
Sel Plain 

White ..225.00 205.00 177.50 162.50 

Red ....225.00 205.00 177.50 162.50 


#1 Common 
White ..200.00 170.00 92.50 77.50 
Red ....200.00 170.00 92.50 77.50 


| #2 Mixea is” Shorts 


05.00 80.00 80.00 70.00 


& 
Btr. ....140.00 110.00 92.50 77.50 
#2 Com. ..100.00 80.00 62.50 50.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 16’ are: 
Beveled Siding, % Inch 





Clear “A “3 

Tae Ime ....cs 95.00 92.00 70.00 
%x5 inch ...... 120.00 118.00 88.06 
%x6 inch ...... 155.00 153.00 125.00 
%x8 inch ...... 185.00 183. 4 145.00 

Clear Bungalow mY % Inch 

Re ee 210.0 208.00 165.00 

ff... ae 230. 00 228.00 19°.00 
fe a 230.00 228.00 165.00 


Finish, B and Btr. S2 or 4S, 
~— ” rough 


rik ate ain el angi ieee aaa ares a8-e>-6 3.00 
Bt wscsnaaeunenesinens 
NEEL. a wma aia aa ecalaeliiae a ise, 00 
Ceiling or Flooring, B ae _ 9-16 . 
r. 
1 i atata'n acetate 105.00 100.00 9.1.00 
ae 120.00 115.00 95.00 
, eae on mouldings, 6-20’ dd 
a. 
Series 8 


000— 
Listing under $4.00—list plus 125 per 
Listing $4.00 and over—list plus 130 


per cent. 
Clear Lattice, 5/16”, 9 to 16’ 
100 Lin. Feet 
PES: Delp ereaisainaicenee 50 
a oe stb bebaelnedee aes 1.76 


» 
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They see... 
They hear... 


They read... 





— a oe ee ee oe ae ee 
/ 




















then come to YOU 
for WOOD WINDOWS 


At the movies, over the radio, and in their 
favorite newspapers, people all over the 
country are reading about the merits of 

wood windows. It’s a nation-wide educational 
program—and dealers who tie in with it 

are reaping the profits, 


Yes, today Wood Window Program offers 
you a complete package of promotional 
material, all designed to build your local 
sales of wood window units. Movies 


—television films—radio announcements 





—newspaper mats—direct mail— 






Wood Window Program 
38 South Dearborn Street 


billboards—all are supplied at nominal Thicewe &, Waals 





cost to sell your name and your service in con- Gentlemen: Please send me a free copy of your illustrated manual of 


dealer aids. (Please print ) 









nection with wood windows. Free, illustrated 
manual tells the whole story. Send today for 
your copy—there’s no obligation. 
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Lekawed) s Prestige! 
The Brand N 


73 years of service, combined with progres- 
sive product development and improvement, 
have established an outstanding acceptance 
of Lockwood Finishing Hardware by the 
country's leading architects. The constantly 
increasing practice of selection by brand 
name — a name distinguished by an award 
from Brand Names Foundation — is reflected 
n such nationally prominent installations as 
he United Nations buildings; the new Statler 
Hotels in Los Angeles and Washington. . 
is well as re-equipment of Statler Hotels in 
st. Louis, Detroit, Cleveland, Boston, New burg (Statler operated); Manhattan Apart- 
York and the Hotel William Penn in Pitts- ments (New York City); Standard Oil of 
Indiana, Administration and Laboratory 
Bldg., (Whiting, Ind.); Clinical Center (Na- 
tional Institute of Health, Bethesda, Md.); 
General Accounting Office Building (Wash- 
ington, D.C.). 


This growing prestige is a sincerely appre- 
ciated tribute to Lockwood's conscientious 
ervice to dealers, distributors, architects, 
contractors and owners throughout the 


United States and in many parts 
World. 


Advertising support is consistently helping 
Lockwood dealers to sell Lockwood products. 
Rigid maintenance of quality control of 
manufacture under all eventualities, is 
pledged to perpetuate national prelerence 


for Lockwood builder's hardware, 


see our 
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Right on the 
TARGET 
| QUALITY \ 









KINZUA 


PONDEROSA PINE 


Kinzuc Pine mot only hos quality. it shows 
quality. Cleon, bright, straight, soft, well~man- 
ufectured lumber — double-end trimmed, di- 
mension eased edgs—]0D% kiln dried, 100% 
stored and loaded under cover. 


Yes Sir! Eimzuc Pime w& the fmesi thet good 
tunber, modem equipment and o skilled or- 
gotuzchon com produce—iumber of rea) merit 
—produced trom Eamzuo's own tree-tarm—by 
on orgomzction thet w# plamnmg for contmp- 
ous, PErmMcoment opercttion. 


Don't be sctisied with less than you can get 
from Kimznunc. 


Fomous “Aurchitect Designed” Pondernss Pme 
window and deor frames, mouildimegs, imuth, 

. bevel or aGrop sitimg, ceiimg, casmg, base, 
A EKimzur Pine is sciemtificcilly kin dried im DEM, shiplep, ciao, Fr ome Lorch beards ane 
Kimzuc'’s dettiery of modern kilns chimemaion. 





gir, 


KINZUA PINE MILLS Co. 
KINZUA, OREGON 


DR NEYELONAL WOODWORK OARS. Pity 
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Flooring Division ; State 


) YEARS OF BETTER FLOORING FROM YEARS OF BETTER RESEARCH 


ARE YOUR CUSTOMERS 


ancl NOUR SALES 


getting the benefits of 


B.F.Goodrie 


Flooring Products? 


os Bg. © ’ Py & 


Sales-minded dealers everywhere are making the most of the 


new “over the counter” business by stocking and recommend- 
ing B. F. Goodrich Flooring Products. And for good reason! 
These quality products not only mean years of economical 
flooring for customers, but the variety of products provides 
you with a solution to any problem they may have as to the 
proper type of flooring for a particular job. And that means 
extra sales, plus repeat business to friends of satisfied users. 
One of these premium products is 


HOOD ASPHALT TILE 


Hood Asphalt Tile offers many important advantages. It is low in 
cost, lasts a lifetime, can be installed on, above or below grade, is 
easy to clean, has a wide range of sparkling colors for any decora- 
tive plan. And since it is installed by the customers themselves, its 
precision-cut edges and square corners make the job easier. Cash in 
now by clipping the coupon below! 


Other B. F. Goodrich products: HOOD RUBBER TILE, ARRAFLOR 
(VINYL PLASTIC ASBESTOS TILE), RUBBER STAIR TREADS, 
RUBBER COVE BASE, RUBBER THRESHOLDS AND A COMPLETE 
RANGE OF WAXES, CLEANERS AND CEMENTS. 


CLIP 


r 
Please send descriptive illustrated literature 


1 

| on B. F. Goodrich Flooring Products. 
| B. F. Goodrich Co., Flooring Division 
Dept. Al6 Watertown, Mass. 


Name 








| Street 
; City 











y~ _ 
What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 
Five questions are selected from the 
editorial content of the magazine: 
Feature Section, News, New Prod- 
ucts, Names-in-the-News, Washington 
Calendar, Your Profit-Making Forum 
and other departments. Five questions 
are also taken from the advertising 
section. 

Rate yourself 10 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 





All questions are from the edi- 
torial and advertising pages of 
this issue. Answers on page 90. 





1—What company features 4 
new lumber dealer profit maker 
for floor tile? 


2—What book reviewed in 


this issue is of interest to every § 


man who owns his own busi 
ness? 


3—Name the company whose 
products furnish sweet, fresh 
air for the kitchen and elim 
nate the noisy door bell. 


4—Can you name the new 
product for strapping unl 
loads which has recently come 
on the market? 


5—What product show: it 
an ad in this issue gives the 
homeowner more “room for liv- 
ing’? 
6—What company writte1 uP 
in this issue puts its island dis 
(continued on page 92) 
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American gives you a complete plan—and a complete kit of 
merchandising material—to help you ring up the utmost EXTRA PROFITS 
in sander rentals today! 

It’s a proven way to PROFIT ... makes money 3-Ways for you—through 
rental fees, extra sales of seals, paints, brushes, abrasives, etc., and customer 
goodwill! Paint sales have increased up to 20%... and up to $12,000 more 
store volume for hardware, paint and lumber dealers from coast to coast! 

A 12-page booklet tells all about this highly successful American Sander 
Rental Plan and shows you how it can make money for you. Send for it, 


without obligation . . . use AM 7 i i c A N 


FLOOR MACHINES 


The American Floor Surfacing Machine Co. 
$21 So. St. Clair St., Toledo 3. Ohio 


0) Send 12-page illustrated booklet showing how to make 
money in the floor sander rental business. 


DO Send latest catalog on the following, without obligation. 


0 Floor Sanders (J Floor Edgers [) Floor Maintenance 
Machine 


Name 


Street — 


eo ee oe 
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6" Heavy-Duty Deluxe 


LECTRO-SAW 


(Cuts 2” lumber) 


What Speed... What Features 
What a Seller at only $76-50 


This great, new 6” Heavy-Duty Deluxe LecTro-Saw has everything 
you need for big sales to builders, contractors, carpenters, farm- 
ers! Beats hand sawing 10 to 1. Weighs only 1114 lbs., close-coupled, 
perfectly balanced for easy one-hand control. Gives you such high- 
quality sales features as a dependable B&D-built universal mo- 
tor, full-size ball bearings, helical gearing, hardened armature shaft, 
husky housings. Take advantage of LEcTRO-Saw advertising in 
current issues of American Builder, Practical Builder, Popular 
Mechanics, Popular Science, Mechanix Illustrated, Farm Journal, 
Country Gentleman! Order now from your Home-Utility Distributor! 


Professional Saws at Popular Prices! 
Also: 6” Heavy-Duty model ($56-5°) 8” Heavy-Duty model ($92-50) 


EC 


Products of HOME-UTILITY Div., BLACK & DECKER Mfg. Co. 
Dept. H-640, Towson 4, Maryland 
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BEVEL ADJUSTING 
QUADRANT alibrated 


for easy reading, fast adjust- 
mentin bevels from 45°—90°. 





TWO DEPTH ADJUST- 
MENTS (front and rear) 
permit handle to be kept at 
comfortable wrist position, 
even in very shallow cuts. 


>» 


PRACTICAL SAW PRO. 
TRACTOR! Sets in a jiffy 
to make rapid, extremely 
accurate cuts with any pow 
er saw. Sets at any angle. 
Use with Saw’s bevel adjust- 
ment for compound miter- 
ing. Only $4.50. 





aS 
See 


Peeper gepeons 


> 8 


— +, 
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Valuable New Planning Service 
for Your Customers... 


The rapid growth in use of electricity in homes demands careful 
planning of the electrical installation ... kitchens, laundries, lighting 
and wiring. This new trend requires a new look at planning. As a 
service to your customers, you can distribute two new electrical 
planning books prepared by the Westinghouse Better Homes Bureau, 
and win real appreciation. 


Ce eT 


For Home Builders 

“Electrical Planning...for the Modern Home” 
A twenty page book for the designer or builder. 
Information and illustrations are given which explain 
planning of kitchen and laundry areas. Lighting tech- 
niques which give distinctive and practical lighting 
effects are illustrated and design details are given. 
To satisfy the growing interest in modern electrical 
systems, a check list covers circuits, outlets and 


switches. A valuable booklet for every home designer. ' 


Copies of this book are available at 442¢ each. 
Sample free. 


Here are three more in the family 
of informative Westinghouse 
books. “Planning the Kitchen 
Electrically” ...has 64 standard- 
ized plans of kitchen layouts and 
lighting diagrams. Price—$1.00 
per copy. “Design Details For 
Electrical Living Homes”...covers 
thoroughly the practical yet unu- 
sual lighting effects for the home. 
Also shows kitchen and lighting 
plans. Single copies free. 

“Home Wiring Handbook’’... 
a storehouse of data on planning 
wiring circuits, outlets, control 
centers, circuit protection and 
communication systems. It sug- 
gests specifications and means of 
estimating electrical costs. Price 
—$1.00 per copy. 


vou can 6c SURE..1¢ 115 Westinghouse 
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AND HOW TO HAVE IT 


For Home Owners 

“Electrical Living ... and How To Have It” 
A 24-page book, beautifully printed in gravure, is 
packed with ideas for home owners. Whether he 
plans to modernize or build, he will find scores of 
“idea pictures” and drawings. 

Efficient kitchens and cheerful home laundries are 
described and illustrated. The section on lighting 
ideas for all rooms will interest both husband and 
wife. The essentials of good wiring are covered in 
full, so that a clear understanding is gained of a 
properly planned electrical system. This book is 


available to you at only 5 cents per copy. Sample free. 
G-10142 


Better Homes Bureau 

Westinghouse Electric Corporation 

Dept. AL-6, P. O. Box 868, Pittsburgh 30, Pa. 

Please send me books checked in the quantities I have indicated: 

P . (quantity) 

O “Electrical Planning ... for the Modern Home.” 
Sample free. Extras, 414c a copy. 


O “Electrical Living ...and How To Have It.” 
Sample free. Extras, 5c a copy. 


0 “Design Details for Electrical Living Homes.” 
Sample free. Extras, 5c a copy. 


0 “Home Wiring Handbook” ($1.00 ea.) 

() “Planning the Kitchen Electrically” ($1.00 ea.) 
We have enclosed payment for these books ordered. 
Name- 23 
Address__ 

















Complete 
CUSTOMER SATISFACTION 


BUILDS GREATER DEALER SALES 


In every trading center in the U.S. (and foreign countries) Miracle 
Walls by TYLAC are building greater sales, and profits, for TYLAC 
Jobbers and Dealers — because they provide the utmost in Beauty, 
Economy and Permanence. The Hi-Baked Plastic Enamel surface is 
lustrous and mirror-smooth — it does not crack, craze, peel or chip — 
is easily installed on ceilings, flat or curved walls, arches 

or recesses. The Contour Bevel Score Line permits 

quicker and easier cleaning — an occasional wip- 

ing with a damp cloth quickly restores its original 

newness and lustre. 
































{W all 
Ty LAC 


@ BEAUTY 
@ PERMANENCE 
@ ECONOMY 





A choice of 18 beautiful colors and 4 modern patterns makes possible end- 
less varieties of decorative schemes to please even the most discriminating 


customer. 


THEY 
LAST A 


There is a wide need for TYLAC —in homes, stores, offices, hospitals, hotels, CIFETIME 
in fact, wherever interior walls are needed —either for new construction 
or remodelling — TYLAC Hi-Baked, Plastic Enamel surface walls combine 
every feature of superior excellence. Their beauty, their economy, their per- 
manence make them the preferred interior wall panel coverings wherever they 
are shown. They have Eye Appeal and Buy Appeal —and that means more 


sales and extra profits for You! 


Write us today for our liberal sales plan 
and many advertising and dealer helps. 


TYLA LUMPANY monnceno.nunors 


t 


PIONEERS IN THE PREFINISHED WALL PANEL INDUSTRY 
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Now mow thon ovev...EVERYBODY BENEFITS 
WHEN YOU SELL PREFINISHED 
BRUCE STRIP FLOORING 

















% ~ N 


Hard to believe ... but here are the facts! 





Prefinished Bruce Strip Floors eliminate sanding and finishing 
on the job—thus saving builders from 3 to 5 days per house. 
Floor costs are lower because factory finishing costs less than 
on-the-job finishing, yet owners get a superior, longer-lasting 
finish. And you, Mr. Dealer, make an extra profit: your regular 
profit on the flooring plus a profit on the factory finish. 


' ‘shod, 
BRUCE STRIP FLOORS 


With the famous Scratch Test Finish 





For literature and complete data, write 


E. L. BRUCE CO., Memphis 1, Tenn. 





BRUCE RANCH PLANK FLOORS AND BRUCE BLOCK FLOORS ARE ALSO PREFINISHED 








If you query a housewife about her kitchen, 
here’s one thing she’ll tell you: 


“It must be a pleasant place to work:’ 


And, right off, she'll say it must be cool— 
torrid temperatures will not be tolerated in 
her “workshop” 


So, give her a kitchen that’s as cool as a cucum- 
ber. Use Ceco Steel Casements, specially engi- 
neered, with ventilators that literally reach out 
and scoop in stirring fresh air...that provide 
magic circulation...clear out cooking odors... 











bathing the inside with cooling, cooling breezes 
...a welcome, welcome relief. 


She’ll like the added view she gets through 
these handsome window creations. She’ll be ever 
so grateful because they won’t stick or warp— 
are easy to wash—add beauty to a room in which 
she spends so much time. 


And remember when you build with Ceco 
Casements, you know you’ve uséd the very best 
...you’re sure of economy too. Send for free 
booklet detailing window designs for the kitchen 
and every room in the house. 


CECO STEEL PRODUCTS CORPORATION 
General Offices: 5601 West 26th Street, Chicago 50, Illinois 





Offices, warehouses and fabricating plants in principal cities 


@ 


/n construction products CECO ENGINEERING kes the Lig difference 
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wow! MENGEL 


MAHOGANY 
Fluse DOORS 





“Believe it or not”!—Mengel Flush Doors 
with faces of genuine African Mahogany can 
now be bought for less than comparable doors 
built with many conventional domestic woods! 


Why? Because Mengel, drawing from its own 
vast logging concessions in the heart of Africa’s 
Gold Coast, brings its fine Mahogany veneers to 
America in tremendous volume. Second, Mengel 
has the wood-working equipment and know-how 
to. manufacture its top-quality doors with mass- 
production economy and efficiency! 











Use the coupon to get full details about Mengel 
Mahogany Doors. Until you know the facts, you'll 
never appreciate the extra luxury, the extra values 
now immediately available for any kind of job. 


en a a 
| 


g 


THE MENGEL COMPANY 
Plywood Division, Louisville 1, Ky. 


Gentlemen: Please send me full information on Mengel Mahog- 
any Flush Doors—Hollow Core and Stabilized Solid Core. 


Name 





Firm 





Street___ 
The Mengel Company ... America’s largest manufacturers of hardwood products 


® growers and processors of timber. @ manufacturers of fine furniture @ veneers e G 
Plywood @ flush doors @ corrugated containers @ kitchen cabinets and wall closets ty. 





BuicpiInc Propucts MERCHANDISER 








WHEN SALEs of a building material increase seven 
times as fast as the general trend of house construction, that’s 
big news! And it has happened in the sale of pre-stained cedar 
shakes during the last two years. Yes, while home-building has 
increased by 28% —you retail lumber dealers have stepped up 
sales of cedar shake walls by more than 200%. Every dealer in 
America can build bigger sidewall material sales by taking 
advantage of the growing demand for pre-stained shakes. 

An ambitious program of full color advertisements in the 
Saturday Evening Post, Better Homes and Gardens, and American 
Home magazines is sending more and more cedar shake buyers 
to building supply dealers. Project builders acclaim them. You 
are bound to have a rapidly increasing demand for this natur- 
ally beautiful, permanent real wood wall material. There is every 
reason to expect that pre-stained cedar shakes will become your 
fastest selling sidewall material. Any leading distributor car 
supply you, or you may write to this association for the names 
of leading manufacturers. 





color... style . . . insulation 
for new construction or remodeling 





STAINED SHINGLE & 
SHAKE ASSOCIATION 


adaptable to spaced 5527 White building + Seattle 1, Washington 


or solid sheathing 


construction is 











NEOCETA’ BRUSHES 
paint a better 


profit picture! 


** Made by the manufacturers of famous 
PITTSBURGH Gold Stripe BRUSHES 





ONTACT the Pittsburgh branch nearest you for full infor- 

mation on how the fast-selling line of Pittsburgh Neoceta 
Brushes can help you boost your brush profits. Or write 
PITTSBURGH PLATE GLASS COMPANY, Brush Division, 
Dept. D3, 3221 Frederick Avenue, Baltimore 29, Maryland. 


BRUSHES ° PAINT . GLASS ° CHEMICALS . PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 


BuitpInc Propucts MERCHANDISER 








You cant let them 
forget you 


During the period when it is going to be impossible 

to supply your customers with all the fence they want, 
we'll still continue to remind them that American Fence 
is the best buy. However, it will be necessary to 

allocate the supply of American Fence among dealers in 
proportion to past business. This will be done as 

fairly as possible. Please be patient. 


mote AMERICAN FENCE in ute Than any Whur teand, 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO ¢ COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM e UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 
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THE 100% CONCEALED SASH BALANCE 


OPENS EVERY WINDOW IN THIS BIG HOSPITAL 


Smoothly eee Quietly ... At all times 


Easy-opening windows in this mammoth new hospital in Portland, Oregon are 
equipped with positive-action Hidalift sash balances. These 100% concealed 
sash balances can be quickly and economically installed — without time- 
consuming work or special tools — in smallest homes or largest buildings. 
Tensioning is applied to strong, quality Hidalift coil spring before, during or 
after installation, as required. Once installed, turn of a screw driver adjusts 
tension. Self-centered guide arm runs smoothly on scientifically designed spiral 
track. No metal ever exposed to view. Write for literature and prices. 


HIDALIFT OPENS UP PROFIT 
OPPORTUNITIES TO BUILDERS 


Dealers and builders make money on time-saving in- 

1 4 stallations. No troubles later on because of patented 

‘\ = after-installation adjustment feature and Hidalift’s life- 

eo = time non-jamming action. Use Hidalift for double- 

CUP TYPE hung windows on housing, schools, apartments, public 
buildings, hospitals and military bases. 


sy 


| “L TYPE 


Tension is applied DURING GES SS SSE SS SSS SSS 
installation by winding hinged ¢ 


bracket arm (on “L” type); 
AFTER installation by Pn HIDALIFT DIVISION 
—_atGe ow both “L” The Turner & Seymour Mfg. Co., Torrington, Conn. 
Gentlemen: 
.... Send complete literature and prices on Hidalift 


Please check [| Dealer [| Builder 


TsS 


TORRINGTON 
% 
. 7 


ee ee ee 


4 


33 











































































































&S 
=| Pe 
in KE . ey aftr, 


QO 


Anyone who can handle ordinary carpenter’s tools can install 


G-E Textolite* Bonded-to-Plywood Panels 


Another profitable item for Roddiscraft dealers — ready-to- 
install G-E Textolite plastics surfacing securely bonded to 
plywood. It’s a natural for home craftsmen who do their own 


Sh G | $) t . kitchen modernization and similar jobs around the home. 


G-E Textolite plastics surfacing bonded to plywood is easy 


T t Cit, & t { ty to work, easy to install. It is processed for Roddiscraft by 


leading fabricators in each warehouse community solely for 


the convenience of dealers. All workmanship is of highest 
plywood. pamsls hor quality. Available on short notice in three practical sizes — 
24” x 96", 30” x 96", 36” x 96”, 48” x 96”, — other sizes 
A jwk. Lops aud on special order. 
G-E Textolite comes in a wide range of colors and pat- 
other a aurface | terns. Sells itself on sight. Stock and display this profitable 
item. There’s a big modernization market ahead. 


Ask your Roddiscraft warehouse for samples and prices. 
*Reg. U. S. Pat. Off. 


, NATIONWIDE Koddisrraft waREHOUSE SERVICE 

} we engl *. oe.. Ry Ra 2. Marshfield, Wis....115 S. Palmetto St. 

arlotte 6, N.C..... . 27th St. Milwaukee 8, Wis...4601 W. State St. 

r (scra Chicago 32, Ill.....3865 W. 41st St. New York 55, N. Y...920 E. 149th St. 


Cincinnati 2, Ohio ...457 E. Sixth St. 
Detroit 14, Mich. . 11855€. Jefferson St, Port Newark 5, N. J....103 Marsh St. 
Kansas City 3, Kan., 35 Southwest Blvd. Philadelphia34,Pa., Richmond&TiogaSts. 
RODDIS PLYWOOD CORPORATION LosAngeles58, Calif. 2620E.VernonAve. St. Louis 16, Mo., 3344 Morganford Road 


Louisville 10, Ky...1201-5 S. 15th St. SanFrancisco 24, Cal., 345 Willi Ave. 
MARSHFIELD, WISCONSIN Sow bide Pam, . tur H. ¥.... Pace Ae. 68.18. 
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Increased production assures 5 to 10 day delivery on every 
style and size of BEE GEE Window. Result: easier sales - 





bigger profits. 

Clean the OUTSIDE from the INSIDE”—really sells BEE GEE 
Windows. Feature most wanted by housewives everywhere. 
There are 42 styles and sizes of BEE GEE Windows to choose 
from. All distinctively modern... light... airy! 


One complete unit consisting of frame, fitted sash, copper Write today for 


screen, glass and all hardware installed at the factory. complete BEE GEE Window 
Ready to set in the wall! details and Catalog, 


_BROWN-GRAVES CO. 
Akron I, Ohio 


BROWN-GRAVES CO., Dept. AL-104 
Akron 1, Ohio 
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Beauty and 


quality that 


ENDURE 


The ARCH-KOR construction assures 
resistance to warping and complete 
support of the faces of the Hasko 
doors. 


Since Neolithic Man's dis- 
covery of the principle of 
the arch a perfection of 
beauty and strength have been added to our struc- 
tures. Since Haskelite Men utilized the principle of 
the arch in HASKO ARCH-KOR DOORS, their lasting 
beauty and enduring strength have created a con- 


stantly growing demand, which places them today 


the result of proved performance 
through the use of proved 


construction principles 


in a position of top leadership in their field. Th. 
highest quality materials and the best in craftsman- 
ship have helped build and maintain the reputations 
of suppliers of materials who specify and use 
HASKO DOORS. These are proofs of their worthi- 
ness of your endorsement and use. Ask your supplier 
for HASKO DOORS. Write for complete information. 





Hasko ARCH-KOR and SOLID-KOR Flush Doors are ‘available 
faced with birch, mahogany, oak, maple, walnut, and gum. 


HASKELITE MANUFACTURING CORP., Grand Rapids 2, Michigan 


West Coast Agents: Clay Brown & Co., 


One of the world's largest manufacturers of plywoods, metal clad plywocd, 
Portland, Ore., and Los Angeles, Calif. 


and other laminated materials for use in industrial and consumer produc’s. 
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Even with existing —and possible 
future—restrictions, it is now estimated 
that some 800,000 new housing units 
will be built this year. 


But think of the millions of existing dwellings, 
farm buildings and other non-residential structures! 


In 1951, that’s where your real roofing opportunity lies. 


It lies in reroofing, maintenance, and repair. Today, the public has the money 


for this type of work, and is now turning to home improvements and 
repairs, in place of hard-to-get consumer goods. 


Barrett can put you in touch with this rich market through its national 
advertising in The Saturday Evening Post and farm magazines, through 
its unmatched sales-promotion program, which includes store and job 
Signs, window and counter displays, direct mail and selling manuals— 
everything you need to find prospects and close sales. 


So, have your Barrett representative show you the complete line 
of Barrett* Asphalt Shingles. Not only a wide variety of “‘conventional’’ 
shingles, but also top-flight, exclusive Barrett design lock-type shingles. 


Barrett* Shingles are approved by Underwriters’ Laboratories, and meet 
every requirement for superior reroofing at moderate cost—values your 


Competitors just can’t beat! 
f 
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THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 


205 W. Wacker Drive, Chicago 6, Ill. 
1327 Erie Street, Birmingham 8, Ala. 
36th & Gray's Ferry Ave., Philadelphia 46, Pa. 


*Reg. U. S. Pat. Off. 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 


requirements in Northern Woods. 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. 


Northern Hardwoods and Hemlock, Hardwood Dimensions, 
Rough Hardwood Turnings. Planing Mill and Dry Kilns. 


“+Holt Hardwood Co. . 2... Oconto, Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block 
Herringbone, Parquetry types: all types Heavy Duty Flooring. 


*+Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. 


Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwoods 
and Hardwood Flooring. K. D. facilities available. L.C.L. 
shipments kiln dried hardwoods from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White 
Pine. Modern Dry Kilns. Facilities for Suriaging, Resawing, etc. 


“Michigan Pole & Tie Co. . . . . Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts, Shingles, Piling, Sott 6 Hardwood Ties. 


“Abbott Fox Lumber Co. . . . . Iron Mountain, Mich. 


Manulacturers and Concentrators of Hardwoods, Hemlock and 
ite Pine. Planing Mills. Dry Kilns. 


tConnor Lor. & Land Co. (Pits: toons, wis.) Serre Marshfield, Wis. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, 
Posts. Poles—Laytite Rock Maple & Birch Flg.—Dimension stock. 


*Diamond Pole & Piling Company . . . Escanaba, Mich. 


Lumber sales agent for Northwestern Veneer & Plywood Cor- 
poration; mills at Big Bay and Newberry. Michigan. Hemlock, 
White Pine and Spruce. Modern planing mill. 


tMember Maple Flooring Mirs. Assn. 


“C. M. Christiansen Co. =. . :  ¢ Phelps, Wis 


An outstanding Wisconsin lumber manufacturer — Hardwood, 
White Pine, Hemlock and Cedar Products. 


“Wm. Bonifas Lumber CO. (merits, *tacn) Seles, Neenah, Wis 


Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 


“Underwood Veneer Co. . . . . . Bessemer, Mich. 


Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 
Veneers and Panels at Wausau, Wis. 


“Goodman Lumber Company . . . . . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


“Bay De Noquet Company . . . . .~ Nahma, Mich. 


Sales Office. 817 Railway Exchange, Chicago — White Pine. 
Hemlock, Hardwood Lumber — Shingles, Cedar Products, Lath. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
Roddis Lbr. & Veneer Co., Ltd. . . Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple. 
Birch, Fig. Hdwd. Ven'r’d Doors. Plywd. Mod. Dry Kiln facil. 


*Ahonen Lumber Co. . . =. =. =. ~~ Ironwood, Mich. 


Northern Hardwoods, Hemlock, White Pine, Spruce, Hardwood 
Flooring. Planing Mill — Modern Dry Kiins. 


“Copeland Lumber Co. . . . Atlantic & Ontonagon, Mich. 
Sales Office—CHICAGO—135 S. La Salle St.. Hardwood Lumber. 
Dim on. Dry and Planer. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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‘| How to Catch an Eve 
9 . 
q 
4 
; | 
(and/or) «a Sale 
ah 
ly Dealers throughout the country have proved it 
e . again and again: a sure way to catch a prospect’s 
5 approving eye is to show Curtis Woodwork. 


More plainly than in words, Curtis Woodwork 
says: “This is a quality product, built for a 
lifetime of comfortable, happy living.” Yet, 
Curtis’ large production of Architectural 
Woodwork enables you to offer such quality at 
very reasonable prices. For instance— 






































is 


A A Curtis entrance design which 


recalls many doorways to be 
found in the New England area. 


The entablature with its bowed : ae 








; face, dentil course, and pilaster 
is beading, all contribute to the 
beauty of an entrance that is 
suitable for most any type 
home. Curtis Entrance C-1730 





—Door C-1040. 

ch. 7 
h. 
fis .. Formal and dignified is this very beautiful Curtis 
4 ° /_ cabinet—often used in pairs as here. It is made for 
4 ——_ ot ' bie corner use only and is shipped completely assembled. 

é This is Design C-6505. Curtis makes cabinets in all 

styles and sizes and priced to meet every budget. 
ich. 
oe, 
” This Curtis mantel fits gracefully into a traditional or 
modern interior. It is pictured here in a beautiful Ranch 

lis ma ne “4 pe “<< Style home. Curtis mantels, like all Curtis Woodwork, 
4 »/ é cs are made with the skilled craftsmanship used for 
n, : - fine furniture. This is Curtis Design C-6055 —one of 
le, i ——— = ~_— several styles. 
il. 
ich. Curtis makes the well-known Silentite Windows 
od in double-hung and casement styles—also a 


iIgs66 full line of sectional kitchen cabinet units, 
: Curtis 
- CURTIS COMPANIES SERVICE BUREAU 


CLINTON, IOWA 
A Department of Curtis Companies Incorporated 


ae Clinton, lowa ¢ Wausau, Wis. ¢ Chicago, Ill. ¢ Sioux City, lowa 
Lincoln, Nebr. ¢ Topeka, Kan. ¢ Minneapolis, Minn. 


WOODWORK 
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INVITE Kote. lanka IN... SHE MEANS BUSINESS! 


Here's your invitation to the most 


profitable SALES PLAN 


in the floor machine 


rental field 


Cash in on this proven profit-builder... 
pick up business you’ve missed before! 
Renta lets your customers do a profes- 
sional job of refinishing their floors in just 
one day. Renta keeps business at home, 
too—when you stock the whole line of 
rental machines, finishes, sealers and 
waxes, naturally it means more profit. So 
multiply your present rental orders by 
selling the complete CLARKE FLOOR 
CARE PLAN. It’s good business . . . it’s 
more business! It’s big profit! 


NEW CUSPOMERS! 
M TIE-IN SALES! 
D INCREASE IN OVERHEAD! 


with the “CLARKE ' 
FLOOR CARE Clarke © NEW 
THREESOME Smoothie Sandi 


CLARKE MV-8 SANDER Portable, for hobbyis 
Fastest cutting machine furniture makers, @ 
in the rental field. Profitable! 


CLARKE P-12 POLISHER 
\ Waxes, scrubs, polishes, steel 
, wools, shampoos. 


\ CLARKE V-5 EDGER < 
r Perfect for those Sales and Service 
tg hard-to-get-at spots. “ 
ws Branches in ll 
i Principal Cities 
@ For more business the easy way, 
write, wire or telephone for full details! 


larke SANDING MACHINE COMPANY 
466 CLAY STREET e MUSKEGON, MICHIGAN 
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CASH IN WITH 


GP 
CROWNPLY 


ae secorayy, 











“dwooy ntywo® 


Capitalize on today’s trend to decorate with warm, 

modern panels of hardwood Plywood. Whether it’s 

paneling for home or office, or good looking, easily 

worked plywood for displays and fixtures, G-P Crown- 

ply’s extra quality will satisfy your customers and fur- 
- nish profitable turnover for you. 











Top quality G-P Crownply comes from Georgia- 
Pacific’s ultra-modern mill in Savannah, Georgia, ina 
complete range of all standard and exotic woods. 


Learn.about G-P Crownply’s superior benefits, and 
other special Georgia-Pacific products and services, 
including a “new dimension” in coordinating your 
plywood and lumber buying. 








G-P PRODUCTS 


Douglas Fir Plywood 

GPX Plastic-faced Plywood —-—-—- 
G-P Crownply Hardwood Plywood 

G-P Plysheet Hardwood Plywood 
Giant-sized Scarfed Panels 

Fir and Hardwood Doors 


pe gee) ae GEORGIA — PACIFIC 
ee ie PLYWOOD COMPANY 


Southern and Appalachian Hardwoods 

Residential and Factory Mouldings Address Inquiries to: 602 North Capital Way, Olympia, Wash. 

Treated Lumber and Timbers Offices and warehouses in Augusta * Birmingham + Boston + Chicago » Columbia 

Louisville » Memphis » Nashville +» Newark « Olympia « Philadelphia + Portland 
Raleigh - Richmond + Savannah 
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ON THE BACK OF EVERY PANEL... 


Look for the MarlteName- 


REMEMBER— 


“Mar.itE on the back of every panel is the registered trade 
name for the world’s leading prefinished wall and ceiling panels 
... manufactured exclusively by Marsh Wall Products, Inc. 


REMEMBER— 


Every panel—whether semi-gloss (unpolished ) Velvetex MARLITE 
or high gloss (polished ) Deluxe MartitE—has the identical high- 
heat-bake plastic finish and meets the same standard of quality. 


REMEMBER— 


An intensive advertising campaign is selling the name “Mar.iTE” 
... telling prospects about Mar iTE advantages. So, point out the 


MaRLITE name on every panel, it’s a “guarantee of satisfaction” 
... it will help you sell more Marutte. 


MARSH WALL PRODUCTS, INC., DOVER, OHIO 
Subsidiary of Masonite Corporation 


 Manlite for creating beautiful 
PLASTIC-FINISHED interiors 


WALL and CEILING PANELS 
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With the tempo of preparing the nation’s 
defense rapidly increasing, America looks 
to the lumber industry to supply building 
material for military installations, housing, 
factories and repairs. Long-Bell knows that 
its first duty is to provide 
its share of that demand 

promptly and adequately. 


Long-Bell, together with 
the lumber industry, has 
been placed in that posi- 
tion a number of times 
during the past 75 years, 
and has met its part of the 


varied Products. 


QUALITY WOOD PRODUCTS 


From Long-Bell Douglas Fir and Pon- 
derosa Pine factories—quality Frames, 
Industrial Cut Stock, Sash & Doors, 
Glazed Sash Box Shook . . . Kitchen 
Cabinets . . . Unpainted Furniture . . . 
Prefabricated Building Stock .. . 


OAK FLOORING 
PONDEROSA PINE PLYWOOD 


war years making every effort possible to 
produce and supply material wherever it was 
most needed. There is no doubt that Gov- 
ernment needs will be an important factor in 
Long-Bell’s lumber-production this year. Those 

needs must come first. 


The Long-Bell Lumber 
Company will do every- 
thing in its power to meet 
in volume and delivery its 
share of the requirements 
of the Government and 
essential construction in 
supplying quality lumber 


TREATED PRODUCTS 


. » » Woods treated with creosote 
and standard salt: preservatives, from 
Long-Bell Wood Preserving Plants. 


The Jono-Beu. Jumber Company 


Established 1875 


challenge throughout the and lumber products. 




















DIVISIONAL SALES OFFICES 


EASTERN DIVISION: e Kansas City, Mo. WESTERN DIVISION e Longview, Wash. 











BuitpInc Propucts MERCHANDISER 43 





TRUSS-LOOP 
METAL LATH 


the LATH with 
an OPPORTUNITY for you 


@ Bostwick Truss-Leop Metal Lath has been 
the “opportunity” lath for dealers since 1890. 
Why? Because it can be used successfully for 
more jobs (from tile setting to straight work) than 
any other lath on the market. It is America’s 
No. 1 all-purpose lath. And you, Mr. Dealer, 
can stock Truss-Loop “alone” and have a top- 


quality metal lath for practically any job that 


comes along... you won't have to stock several 
kinds—and Bostwick Truss-Loop will, therefore, 


reduce your inventory investment. 


Write to Bostwick regarding this grand old 


favorite—Truss-Loop Metal Lath. 


PRODUCTS 


e@ All types of metal lath, standard and ex- 
panded corner bead, cold rolled channel iron, 
hanger wire, tie wire, cornerite, casing, wall 





Va 





ties, wall plugs, metal arches, mortar boxes. 


STEEL LATH COMPANY 


100 HEATON AVENUE 


é NILES, OHIO 
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Mr. Wilson: 

I am speaking for 1200 sales managers attending 
our 16h annual convention at the Waldorf and also 
iffor our 16,000 other members in the United States, 
Canada, and over the world who are not here, and 
for the two million salesmen employed by their com- 
panies. 

It is my pleasant task as chairman of National Sales 
Executives, to present to you the NSE Award for the 
Business Statesman of the Year. 

We have defined a business statesman as one who 
accepts an eight-fold responsibility—to his stock- 
holders—to his employes—to his customers—to his 
industry—to the competitive enterprise system—to 
his community—to his country—and to that Divine 
Providence which is the source of all that is good. 

For this honor this year, you are the unanimous 
choice of our organization, of salesmen everywhere 
and of the American people. In simplest terms you 
embody the ideal Business Statesman—what each of 
us in our secret heart would like to be. 

Out at the General Electric plant at Ft. Wayne 
there is a great billboard sign which reads “Jobs 
Mean Sales—Sales Mean Service and Service Means 
You.” 

It is as a salesman, a job creator, and a servant 
of the people that we address you. 

The Master said: “He who is greatest among you 
must be the servant of all.” You are the greatest 
among us today because you are truly the servant 
of all. 

This very beautiful and artistic trophy sym- 
olizes the honor we hold for you. It is a statue 
of a leader erect over the globe, supported by winged 
symbol of the spirit of man. It stands about 30 inches 
high on a base of ebony. Surrounding the bronze 
casting are the individual flags of all the United 
Nations and on the front is a plate suitably inscribed 
that you may always recall the occasion of its presen- 
tation. 

As we affectionately present this symbol of our 
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Business Statesman of the Year -- Charles E. Wilson 


EDITORIAL 


love, respect and honor, may it ever remind you that 
the Sales Managers and Salesmen of America consider 
you one of us, that we are behind you 100%—and 

May it always speak to you in the challenging days 
ahead that highest of all tributes—‘‘Well Done, Good 
and Faithful Servant.” 

And may you have the continuing joy and satisfac- 
tion that arises from doing a great job for American 
Business, for humanity and for Free Enterprise 


everywhere. 
. . . Art Hood 





Mr. Hood and Gentlemen: 


You know from past expressions my admiration 
for your membership and of ‘my opinion of the pow- 
erful influence you have in our country. Today sales- 
minded executives have a great obligation to their 
country. America has to be sold some of the basic 
facts. First and foremost that there is a. great emer- 
gency—that our security is threatened by a ruthless 
enemy. America must be sold that it would be fool- 
hardy to neglect raising quickly and fully America’s 
might. 

The Government’s plan of raising our might is 
progressing on schedule. It is not a short term plan. 
It contemplates billions of expenditures for plant 
expansion, especially for increased supplies of war 
materials currently in short supply, such as steel 
and aluminum as well as endless items of war ma- 
terial. Of course there will be many dislocations from 
Business as Usual, during the period of the achieve- 
ment of our preparedness goals. 

The government will not, I can assure you, plan an 
economy of scarcity beyond the necessities of our 
major requirement of building our military might 
as fast and as fully as the threat to the security of 
the nation demands. There will be the growing con- 
trols which we Americans deplore, no, we hate. If 
we get to feeling sorry for ourselves, let’s compare 
our sacrifices with those of our boys fighting in 
Korea today, and I think we will do as Americans 
have always done when crises confronted us—present 
a united front—and as a unified people we must move 
forward vigorously and unselfishly, determined that 
our fighting forces shall have complete support by 
production mergers, if necessary, and our might built 
up so that we can fight an all out war if, God forbid, 
that is our destiny. 

We shall have, as in every past emergency, a gallant, 
able, military force. Our job is to ensure that these 
gallant Americans will be fortified with the world’s 
best fighting material, in whatever quantities they 
are required for victory. 


Fellow Americans, that’s our role, our privilege, 
to preserve our heritage, to ensure our security. 


....« Charles E. Wilson 
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BILL FORD, White store manager, ar- 


ranges garden equipment display. 


INSIDE RIGHT hand door one sees these displays. Garden 
tools and hand tools have proved popular consumer items. 











THE DAVENPORT STORE presents many visible displays to the street. Off 
street parking directly in front of store lures motorists into shop. 





LOOKING TOWARD the service counter from near the 
left hand door, one sees these interesting displays, includ- 


ing plan book racks. 


How to Feature Lumber and Building Materials 


MASTER 
MERCHANT 


The four yards which com- 
prise the Rock Island division 
of the Rock Island Lumber 
company are located in the so- 
called tri-city area, which in- 
cludes Davenport, Iowa and 
Rock Island and Moline, Illi- 
nois. 

The area is rich in industry 
as well as being located in the 
heart of the ever-prosperous 
corn belt. Two of the yards 
are located in Rock Island, one 
in Davenport, and the fourth 
is in adjoining East Moline, 
Illinois, so that a yard is con- 
venient to every prospect. 
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Rock Island Lumber company builds new 


display stores to better serve their customers. 
effective merchandising ideas are employed. 


Rock Island and Davenport 
are numbered among the “river 
towns” which early became fa- 
mous as lumber manufacturing 
points and developed into mill- 
work manufacturing centers, 
for which they are still famous. 
Rock Island Lumber company 
has been serving residents of 
the area for nearly three quar- 
ters of a century as progres- 
sive building products mer- 
chants. The main Rock Island, 
Illinois, yard has been located 
all this time at the same point. 

Previous to the building of 
the new office and display store 


Many 


at this yard, a traditional type 
of lumber yard office had served 
well until it was outgrown and 
outmoded by vastly increased 
business and the demands cf 
modern merchandising meth- 
ods. 

The old store had only one 
small display window in front 
and displays inside consisted 
mainly of counter signs and 
samples. There was scarcely 
room for the growing num- 
bers of consumer customers to 
stand, let alone view displays 
of the materials they might 
want to inspect. 
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COMPLETE PAINT DISPLAY is passed by customers on 
way to service counter in Rock Island yard’s new store. 
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EXTERIOR OF ROCK ISLAND store presents glass front 


and modern neat appearance. Customer parking is along 
side. 


FROM REAR LOOKING FORWARD. Nearly all displays 
are on wheels. They can be shifted to feature spots as 


GARAGE DOOR is mounted halfway down the store toward 
the service counter. This view looks toward rear of store. 


cast =. y é Pe iy 


PERMANENT DISPLAYS are along walls while moveable 
and changeable displays are placed along center aisles. 





WILLIAM E. DOWNEY, Rock Island yard manager, and 
HAROLD J. RISLEY, division manager, pose by staff 


seasons demand. 


The large, modern new dis- 
play room represents a com- 
plete about face from the old 
situation. Now prospects can 
find every type of building ma- 
terial displayed in pleasant sur- 
roundings. 

Across the river, the Daven- 
port yard, called the White 
Lumber Store, has also been 
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designed roofing display. 


equipped with a completely 
new display store. 

This store is rather long and 
narrow, presenting a wide ex- 
panse of display space to the 
heavily traveled street on which 
it faces. The interior arrange- 
ment has been cleverly devised 
not to have the fault of many 
shallow stores, which is to say 


the customers entering arrive 
at the service counter after 
passing few if any of the dis- 
plays. In the case of the White 
store, the entrance doors are 
placed each end. The interior 
displays are arranged so that 
the customer must pass a series 
of materials before reaching 
the service counter. This, of 
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HARRY BROWN, East Moline yard manager, and HAR- 
OLD RISLEY, discuss display idea found in American 


Lumberman. 


B. J. CARNEY shows island display counter confronts 
customers with interesting “impulse items” at the front 


door. 


course, represents excellent 
merchandising practice. 

The displays close to the 
window are kept seasonal, em- 
phasizing everything from gar- 
den equipment to insulation and 
fence posts. Varnished samples 
of all types of mouldings and 
sidings are arranged along one 
wall near the counter. 

Other movable displays fea- 
ture lumber, builder’s hard- 
ware, and many specialty 
building items for which con- 
sumer customers stop by in a 
steady stream. 

The decorative scheme in the 
White yard is outstanding. The 
rear wall, which serves as back- 
ground for the displays, is of 
forest green decorative wall- 
board, lending sharp contrasts 
to the displays and standing 
with particular sharpness at 
night when the floodlights are 
on. 

The new Rock Island store 
devotes considerably more 
space to display areas and does 
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yard. 


windows. 


a complete job of showing 
most basic building materials 
so that a customer can see ex- 
actly what they are like and 
how they are used. This is 
especially effective merchandis- 
ing when—as in this case — 
quality products are carried 
throughout. 

One factor contributing to 
the success of these _ stores 
which is immediately apparent 
is the immaculate appearance. 
The stores themselves are spot- 
less and the displays are kept 
in perfect order. 

In fact, inspection of both of 
these yards show that the basic 
principles of retail merchandis- 
ing and display were under- 
stood and followed out and in 
the construction and equipping 
of the stores. From the store 
layout that causes customers to 
walk by numerous displays be- 
fore reaching a service counter, 
to the fact the customers are 
encouraged to handle and in- 
spect the products displayed, 


COMBINATION DISPLAY and stock room just off the 
main office is an excellent idea as seen in the W and D 


NEATNESS and a good paint job makes an attractive 
exterior where location does not warant large display 


the best retail selling practices 
are evident. 

The East Moline yard is an 
excellent example of how a 
small display area can be uti- 
lized to the fullest advantage. 
A large display island has been 
placed between the door and 
the counter. This island is 
stocked with numerous “im- 
pulse type” items which the 
customer may decide on sight 
to buy. Also notice in the photo 
above the excellent use of model 
house pictures around the up- 
per wall of the office. 

The W and D yard, located 
in Rock Island. and the fourth 
of the group, shows the same 
feeling for retail merchandis- 
ing that is evident in the other 
stores. The customer is con- 
fronted with numerous inter- 
esting building materials dis- 
plays, the store is kept in 
spotless, top notch shape, and 
every effort is made to serve 
the customer well. 

(continued on page 62) 
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fo order 


AEDCO 
UMBER 


Your customers look to you to see 
that they get good values in the 
lumber they buy from you. This is 
an important responsibility, but one 
which need not rest heavily on you 
or take a great deal of your time. 


All you need to do is to invite the 
Medford Corporation representative in your vicinity 
to contact you. 


He, as our representative, will become responsible 
for seeing that you get the service you want—in so 
far as it is within our ability to ship. 


Behind MEDCO service are the most modern pro- 
duction facilities, an organization with plenty of 
“know-how”, the vast MEDCO tree-farm — and a 
sincere desire to deliver good, dependable quality 
and service. 


The proof of the pudding is in the eating. The proof 
of MEDCO service is in the trying. 


Drop us a line today for the name of the MEDCO 
representative nearest you. 
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It's always a 
SOUND MOVE 































MEDCO is a Four Species Shipper 


Here are some sample MEDCO items — straight 
or mixed cars within availability of stock: 


OLD GROWTH DOUGLAS FIR: 
Kiln Dried Flooring, Siding, Finish and Mouldings 
Kiln Dried 5/4, 6/4, 8/4, 12/4, 16/4 Industrial Clears 
Unseasoned Boards—S/L & CM 
Unseasoned Dimension—2x3 to 2x16 
Unseasoned 4x4, 4x6—Small and Large Timbers 
WHITE FIR: 
Kiln Dried Boards—S/L & CM 
Kiln Dried Dimension—2x3 to 2x12 
PONDEROSA PINE: 
Kiln Dried Finish and Mouldings 
Kiln Dried 4/4, 5/4, 6/4, 8/4 Selects 
Kiln Dried Shop and Factory Lumber 


Kiln Dried 4/4, 6/4 Commons 
Kiln Dried Knotty Pine Panelling 


SUGAR PINE: 
Kiln Dried Finish 


Kiln Dried 4/4 to 16/4 Industrial Shop, Selects and Pattern 
Lumber. _ : 














TOOLS OF ALL KINDS are used to spell out the word “tinkerers” in this 
Central Hardware billboard sign. 


How One Dealer Uses 
Billboard Advertising 


Humorous touch keynotes eye-catching ads 
on 50 billboards carrying St. Louis firm’s message. 


Is billboard advertising prof- 
itable advertising for the retail 
building materials dealer? 

In the opinion of executives 
of Central Hardware & Lum- 
ber Company, St. Louis, Mo., 
the answer is an emphatic 
“Yes!”. If the billboards com- 
pel attention of the homeown- 
er, they can be a most valuable 
promotional asset. 

The Central organization, op- 
erating four large retail hard- 
ware and lumber stores in the 
Missouri metropolis, has used 
billboard advertising for 15 
years. Their 50 billboards lo- 
cated strategically around St. 
Louis emphasize an entirely 
new theme every month. 

The posters, which make up 
each of the billboards, amount 
to approximately 25% of the 
space lease cost of the bill- 
boards themselves. All of the 
billboard locations are chosen 
on the basis of the amount of 
traffic passing them, with the 
result that most of the bill- 
boards are exposed to from 
30,000 to 50,000 people per day 
through the year. 

“We operate on the theory 


that there are two types of ad- 


vertising needed in this field,” 
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George Kuenan, advertising 
manager for the Central con- 
cern, pointed out. “First, news- 
paper ads to give prices and 
details on wanted merchandise 
in the season; second, advertis- 
ing which spreads the name of 
the firm uniformly over the 
city, and promises the home- 
owner that he can find what- 
ever is required in the nearest 
Central Hardware store. 

“The billboard advertising 
program carries out the second 
part of this program and while 
it is difficult to trace sales to 
billboards, we feel that our vol- 
ume would fall off sharply if 
the billboard campaign were 
discontinued.” 

Central Hardware’s advertis- 
ing features two instantly rec- 
ognizable factors: briefness— 
in the form of short, easily-re- 
membered slogans, slanted to 
seasonal merchandise. Actual 
items may be mentioned but 
they are emphasized in pictures 
rather than words. Secondly, 
humor—Central Hardware’s 
billboards amuse as well as in- 
form. 

Tool silhouettes are used to 
form the letters of typical Cen- 
tral signs. Playing up the slo- 
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gan “Tinker Time” heavily, the 
year around, Central billboards 
spell out the word ‘‘Tinker”’ 
with duck-hunting suit, a shot- 
gun, three fishing rods to form 
the letter “N”, saw, hammer 
and drill for a “K”, jigsaw on 
stand for an “R”, etc. Frequent- 
ly, toilet seats are used for the 
form “O”, fire extinguishers for 
T’s and K’s, etc. 

Among the more recent hu- 
mor campaigns, which have 
won a lot of interest for the St. 
Louis hardware organization, 
are a series based on the ques- 
tion, ““What does he need from 
Central Hardware”, or “What 
does she need from Central 
Hardware?” Such humorous 
themes as a glamorous girl, 
bathing in a galvanized metal 
tub, to suggest bath tubs and 
plumbing fittings, or a dog shiv- 
ering on a snow-covered slope, 
while a blurb contains his 
dream of a warm, comfortable 
dog-house, etc., are typical. 

One eye-catching sign showed 
a housewife, standing precari- 
ously on a pile of books perched 
on a chair, driving a nail into 
the wall with the heel of her 
shoe. The question below, 
“What does she need from Cen- 
tral Hardware?” naturally sug- 
gests stepladder, hammer, tools, 
etc. Another sign showed a 
homeowner attempting to wa- 
ter his lawn while his garden 
hose spouted a half dozen leaks. 

This “inferential” advertis- 
ing often gets far better results 
than merely displaying the pic- 
ture of an item and the price, 
Central is convinced. 


Likewise effective has been 
another humor campaign, with 
timely cartoon posters, devoted 
to both the summer and winter 
season. In the winter, a typical 
billboard shows a two-story 
house, with upper windows sim- 
ulating eyes and lower doorway 
a mouth, quoting “Don’t shiver 
my timbers,” the rest of the 
sign pointing out that Central 
Hardware carries furnaces, 
storm sash and insulation. An- 
other shows a fish, swimming 
placidly at the bottom of the 
ocean, with the slogan, “Only a 
fish can say that .... we dor’t 
need anything from Centril 
Hardware.” 

When the St. Louis firm 
showed rug beaters on one sig’, 
this became the basis for a 
clever co-operative advertisilg 

(continued on page 94) 
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It’s Easier to Sell the Leader” 


says: Walter J. Borg, Jr. of the 
Hill-Behan Lumber Company, Chicago, Ill. 


“We sell many Heatilator* Fireplaces every year”, 
says Mr.:Borg. “As far as I’m concerned, it’s the 
only fireplace unit.” Heatilator Fireplace is first 
in sales because of 24 years of customer satisfac- 
tion and strong advertising in consumer, camp, 
architect and builder magazines. 


“1 point out Heatilator Fireplace benefits whenever I go over specifications 
with a builder. Get extra sales that way.” The Heatilator unit is a heavy- 
gauge steel form, complete from hearth to flue. Smokeless, trouble-free, 
easy and economical to install. You get extra profit on every fireplace sale. 


“1 stand solidly by the Heatila- 
tor Fireplace!” Write today for 
full information. Heatilator, 
Inc., 956 E. Brighton Avenue, 
Syracuse 5, N. Y. 


* Heatilator is the reg. trademark, 
of Heatilator, Inc. 


“Why waste valuable selling time on little-known brands?” asks 
Mr. Borg. “It’s easier to sell the leader!” Heatilator has been the 
leading name in fireplaces for 24 years. In today’s housing mar- 
ket, its extra-value features are more important than ever. 


It’s easier to sell . . . It’s easier to make a profit on 


HEATILATOR ‘ FIREPLACE 


7.4. RES. V.6. PAT. OFF. 
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TOOL DEPARTMENT and floor coverings are the two new 
departments made possible by enlarging the store. 


R. W. FRANK, left, owner of The Rio Grande Lumber Co., 
poses with a salesman with samples of building board and 
acoustical material which they sell. 
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REMODELED HOME of The Rio Grande Lumber Co., 
Salt Lake City, offers parking space just off a heavily- 


ENLARGED PAINT DEPARTMENT with full line of ac- 
cessories and manufacturers’ literature occupies one end 
of the store. 


traveled street. 


New Store Sets Sales Record in Slow Season 


Salt Lake City store makes customers home- 
conscious by using eye-catching building materials in 


each room of the store. 


Everything that a retail lum- 
ber firm does now—during a 
period of boom buying and con- 
struction—means a firmer foun- 
dation upon which to build 
business from home-owner pur- 
chases when the contractor’s 
boom subsides. 

With that idea in mind, own- 
ers of The Rio Grande Lumber 
Co., Salt Lake City, last spring 
divorced management of the 
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firm from a parent wholesale 
yard and established a separate 
retail office in an effort to in- 
crease the all-important per- 
sonal contact between the re- 
tailer and the ultimate con- 
sumer. 

Estimating costs at $69,000, 
their plans called for a new 
interior decorating scheme for 
retail offices, emphasizing the 
use of materials just as they 


would appear in a new home. 
Spending $24,000 for interior 
remodeling of the 45-year-old 
building, President R. W. 
Frank had each of the seven 
rooms of the 85x60 building 
decorated with a different ma- 
terial or a combination of two 
or more types. The hallways 
are in bathroom tile while the 
ceilings utilize acoustical and 
plain tile. Doors are of birci 
and fir slab, and one and three 
fir panels. Slim-line lighting 's 
used throughout the building. 
The retail and display office 
utilizes white- tinted knotty 
pine; the salesmen’s office has 
knotty pine with a rose tint; 
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PLANS for the home and farm are 
featured in this special display rack. 








COMFORTABLE LOUNGE offers an 
ideal atmosphere for a young couple 
to look over plans for their new home. 


CONSUMER COUNTER includes built-in glass show case with bimssiaiitbies dis- 
play of tools and hardware items for the ‘home. 


the manager’s office is done in 
a two-tone building board while 
other rooms utilize mahogany, 
knotty pine, plywood and in- 
sulation plank. 

Varying in size from 8x9 to 
11x16, each room serves a defi- 
nite purpose where buyers may 
look at materials in use and 
thumb through home design 
and various booklets on build- 
ing materials. 

“We have found that the 
prospective buyer appreciates 
seeing the materials in actual 
use and the varied color 
schemes they form,” says Man- 
ager S. C. Robinson. “With our 
decorations emphasizing actual 
use of materials, the buyer can 
tel! instantly how a certain de- 
sign will look in the finished 
form. No longer do we have 
to keep small pieces of the ma- 
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terials handy to show the buyer 
what they are like. We just 
conduct a tour of the room.” 

Exterior remodeling cost 
$45,000. The work included in- 
stallation of full length plate 
glass display windows, change 
of the entrance to the corner, 
addition of a marquee the 
length of the building, stucco- 
ing the entire building and 
placement of glass brick win- 
dows on one side for added 
interior light. 
Sales Volume Skyrockets 

By the end of four months 
after the move to the new loca- 
tion, sales jumped nearly three 
times the sales volume of April, 
the last full month before the 
two firms were separated, man- 
agerwise. August, a normally 
slow sales. period, set a new 
record for the company last 


4d MAR.2°4 §3 


BY RIO GRANDE LUMBER CO 


RIGHT NOWI 
It Costs Less to 
Build Than to Rent 


Under new F.H.A. regulatiéns yeu 
- oon, Sane your an home = 
nothing down, and with payments 
approximately $50.00 per month. 

We want te help you: plan your 
new, home. Avail Ry Ge -yh) + 
Grande tumber Co. is an excellent 

architectural service 


complete 
home building aids. 


For further information about build- 
ing your new home drep in = eall 
the hie Grande oe Ce., 47876, 





KR 


ju u MBER COMPANY 





PHON® 4-7J&76 5406 W 2ND SO 


MR. 2x4 attracts attention. This size 
ad runs weekly in about the same 
position in the paper. 


year, exceeding the usual 
March records by several thou- 
sand dollars. 

March normally pro vides 
16% of the company’s annual 
volume each year; lumber ac- 
counted for 58% of the 1949 
sales volume; general building 
materials 32% ; paint and hard- 
ware 7% and masonry 3% 

“Even for a firm that “gets 
75% of its volume from con- 
tractors, you can’t discount the 
effect that new and enlarged 
departments and more _ per- 
sonal contact will have on the 
total sales volume,” declares 
Frank. 

The increased display and 
storage space has made is pos- 
sible to enlarge all depart- 
ments and add floor coverings 
and a full line of tools as well. 

(continued on page 94) 
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All of these suggestions have proven them- 


11 Tested Promotional Ideas to Stimulate New Sales 





selves in actual dealer use. See which ones you can 


adopt. 


Selling building materials is, 
in large part, a matter of get- 
ting the customer sold on the 
store, arousing his interest. 
Here are a number of tested 
ideas for getting business. They 
can work for you. 


1—Clip the papers 


A dealer in Michigan goes 
over three newspapers in his 
town, item by item. When he 
runs across a name in the news 
that might well become one of 
his customers, he clips out the 
story. Later he pastes these 
stories onto a mimeographed 
form. The form says simply: 
“congratulations,” and men- 
tions a few facts about his 
products and services. 

“These news clippings lead 
to 95% of my business,” the 
dealer reports. “I spend 15 
minutes a day developing the 
soundest kind of public accep- 
tance of myself.” 


2—Make names work for you 


There is no better way to 
secure an “in” with a new cus- 
tomer or contractor than to ap- 
proach him with the recom- 
mendation of an old customer 
whom the prospect knows. 
There are many ways in which 
names can be secured and put 
to work. 

_ One salesman carries a typed 
list of his regular customers. 
When he talks to a new pros- 
pect who seems doubtful, he 
produces this list. “A lot of 
your colleagues (or neighbors) 
are my customers,” he says, 
“like Mr. Jones here”’—point- 
ing to the name and address— 
“and Mr. Smith and Mr. Brown. 
They’ll tell you that what I’m 
offering is a truly sound value.” 

Many people would be of- 
fended if offered cash for pros- 
pects’ names, but will work like 
beavers in order to benefit a 
favorite club or charity. One 
dealer secures valuable leads 
by working through clubs. He 
offers merchandise or cash for 
each new prospect who buys 
something. 
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3—Gifts to New Customers 

Here’s the way a Louisiana 
store worked it: the problem 
was to obtain home-owner ac- 
counts. In order to get them, 
it was decided to give away a 
pair of useful tools to each cus- 
tomer who opened an account. 
That posed a second problem: 
there would inevitably be num- 
bers of people who “opened an 
account” simply to get the tools 
and who thereafter never 
bought anything. How to weed 
these out and make the tools a 
worthwhile business getter, not 
a liability? 

The final plan was not com- 
plicated but it was effective. 
The canvasser offered the tools 
in return for the opening of an 
account. But the customer had 
to pay $10 down on account— 
either in cash or in weekly pay- 
ments. It was explained that 
the $10 was not a charge the 
customer paid in order to have 
the account, but could be used 
as payment for small pur- 
chases or as partial payment 
for bigger purchases. 

In one morning —the first 
trial run of the plan—seven 
new accounts were opened! 


4—Run a sports contest 


When football fever reaches 
its pitch, the fans will take to 
anything connected with their 
favorite sport. The same thing 
goes during baseball and bas- 
ketball seasons. Contests de- 
signed to direct this terrific in- 
terest into buying channels can 
take the form of score guesses, 
with prizes awarded for the 
best one each week. 


5—Send out a directory 


Any kind of directory which 
lists whom to see and where 
to find him, in a field of wide 
public interest, will be kept and 
referred to often. One store 
gives away a directory of doc- 
tors. This directory breaks 
down the list of physicians and 
surgeons into specialized fields. 
The local medical association 
was glad to take a typed list 










from the telephone directory 
and indicate opposite each 
name the field of practice in 
which the physician specialized. 

A variation, tuned to the con- 
struction field, is to list con- 
tractors and _ subcontractors 
and their specialties. Almost 
any kind of directory that fur- 
nishes a listing of things or 
people a wide segment of the 
public wants to know about, is 
certain to be a hit. 


6—Meet newcomers 

Many cities —including the 
hardboiled, blase big towns— 
have Welcome Wagon pro- 
grams or Newcomers Clubs to 
which new arrivals in the city 
are invited. These outfits func- 
tion under cooperative sponsor- 
ship of local business men. Go- 
ing along with a deal like this 
gives a building material dealer 
an “in” with a constant stream 
of new prospects. 


7—Design a card that people 
will keep and remember 

Every building supply sales- 
man, insurance man, plumber, 
undertaker and electrician has 
a card—most of them com- 
pletely indistinguishable from 
other cards. But when one 
Western dealer hands people 
his card, they keep it. For it 
consists of a photo of himself 
—not a printed job, but a genu- 
ine glossy photograph — with 
his name, store, and address 
inked below. 

Another dealer has his sales- 
men’s cards die-cut into un- 
usual shapes. The cards and 
shapes are changed regularly 
for variety. It costs more to 
get up a card like that, but it 
pays off because people keep a 
card that is different from the 
run-of-the-mill handout offer- 
ings. 


8—The swap column 


If you’re in a community 
that has no regular classified 
advertising facilities where 
swap advertisements may be 
run, this may be a natural ior 
you—as it was for the Missis- 
sippi dealer who used it. 

The format was. simp:e: 
radio listeners were invited to 
write in any swap offers they 
wished to make. These were 
read over a weekly radio broad- 

(continued on page 94) 
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Newly Modernized Frost Mill Scores A 


NACOGDOCHES, TEXAS, 
PLANT, COMPLETELY 
QVERHAULED, TURNS OUT 
SUPREME QUALITY 


Let one of our customers, a large line yard concern, tell — 


you about his first car from this mill: “This is by far the 
best car of lumber we have had in years. Good as to grade, 
bright dry stock. We are well pleased. Many thanks for 
such a car.” 


Reason No. 1 behind this endorsement is virtually perfect 
kiln drying illustrated above. Note the frequent accurate 
sticking and that each course has dried perfectly 
straight and flat. 


This drying is provided by our brand new Moore Auto- 


“Best” 
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matically Controlled Cross Circulation Kilns which include 
advanced specifications in roof construction. Other new 
equipment contributing to improved manufacture includes 
carriages, set works and guns in the saw mill; green and 
dry sorters; motorized machines in the planer; large tur- 


bine and Diesel generators in the power plant. 


By the substantial investment reflected in this modernizing 
program at Nacogdoches, and similarly at other mills, 


Frost evidences its dedication to the highest standards 


and dependable service to the trade... always. 


“TF FROST LUMBER INDUSTRIES, Inc., Shreveport, Lousiana 
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Get under bed or table Ai 
close to the wall and 


AT HOME 


AWAY from windows. 
Cover exposed parts of 


body and close eyes 


' tightly. 


Get under desk, table or 


bench. 


Lie close to wall away | 
from windows or glass 


AT WORK 


doors, 








Cover exposed parts of 
body and close eyes 


tightly. 








New York Dealer Aids 
Civil Defense Effort. 


As a community service, the Dain 
Supply Co., Inc., Mahopac, N. Y., 
has distributed some 5,000 air raid 
instruction posters. The poster was 
originally prepared by the Consol- 
idated Edison Co. of New York. 
John W. Dain, president, Dain Sup- 
ply Co., Inc., adapted the poster 
to local needs and distributed copies 
through civil defense organizations, 
the mails (several local postmasters 


gave them free delivery through 
the rural routes) and by school 
children. 

Mr. Dain emphasizes that the 
primary motive of this circulation 
was not advertising. However, the 
good will resulting from such a cir- 
culation cannot be underestimated. 
The demand for the poster has been 
such that another edition may be 
run off. 





You Can't Make a Profit 
Without a Sale! 


Profits are needed in good 
times or bad, in a sellers’ market 
or a buyers’ market, in times of 
plentiful goods or temporary 
shortages because profits are the 
life blood of business. 

The profit dollar, self-dis- 
ciplined by management, and 
under adequate governmental 
restraint gives pulse to our de- 
fense program because profits 
create tax revenue. 

Profits are necessary to the 
health of our civilian economy 
because profits energize trade 
and fortify the morale of all of 
our citizenry, business men and 
wage earners alike. 

Profits are basic to the suc- 
cessful management of a busi- 
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ness, and profits are fundamen- 
tal in our economic and social 
welfare. Our manufacturing, 
distribution, transportation and 
communications operate and ex- 
pand on profits earned. 


Profits are evidence of our na- 
tional initiative and industrial 
progress. It is better to have 
a margin for profit than an alibi 
for loss. You can’t write pros- 
perity or victory with red ink. 

Our standard of living needs 
the support of a comfortable 
profit cushion. 

Profits depend upon action, 
decision, and imagination. They 
are necessary to our growth and 
survival. Profits fade with fear, 
indecision and procrastination.. 


The turnover of working cap- 
ital in the manufacture and dis- 


tribution of civilian goods rejre- 
sents many times the money 
needed for military production. 

There is still plenty of oppor- 
tunity for aggressive and com- 
petitive selling. Goods in rea- 
sonable supply must be moved. 
And isn’t it profitable to main- 
tain and protect sales and serv- 
ice relationships where scarcity 
and delays exist? 

There’s no_ substitute for 
salesmanship at any time. Let’s 
go to work and earn profits. You 
_— make a profit without a 
sale. 


Dun & Bradstreet, Inc. 





Canvas "Curtain" 


Hast Lumber company, Denver, 
Colo., uses this canvas curtain to 
protect expensive lumber in upper 
deck from weather and dust dam- 
age. Block and pulley are used to 
roll up sections. Lumber § stays 
bright and clean. Installation here 
covers full ninety-foot shed. 





Photo Makes Friends 


To enable contractors and home- 
owners to visualize the firm they 
are doing business with, the Hol- 
land Lumber Co., Panama City, 
Fla., includes two small snapshots 
of its new showroom with every 
piece of direct mail going to ew 
homeowners and contractors. 

One snapshot shows the neaily- 
landscaped exterior, which is built 
of concrete block and _ identified 
with silhouette-type lettering along 
a stainless steel marquee. Another 
snapshot shows some of the major 
displays inside the store. 
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look what they’ve done at Dobbs Ferry, W. Y. 
TO HELP YOU SELL IN ’51! 


THe OT PACE 








Julius Gregery, Architect, 
Robert Chuckrow, Builder 


featuring PACESETTING CAREY Products! 
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Hitch. Your Wa \to this Star! },, Careystone Corrugated asbestos-cement, 
1 i highlighting the charm and beauty of the PACESETTER House. 
{ i A natural for interior and exterior walls, partitions, fences, 
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Pacesetting Combination 
for Year ‘Round Comfort! 


A Miami-Carey kitchen ventilator — 


Whisks away odors, smoke, greasy 
fumes. Keeps greasy deposits off walls, 
floors, furniture. In the attic—A Miami- 
Corey attic fan to draw out sun-scorched 
Gir; fill every room with cool, fresh night 
Gir. There's a whisper-quiet, economical, 
long-lived Miami-Carey attic fan for 
every ventilating and installation need. 


ertising moves Carey products 
from stock to site — keeps Carey 
dealers primed for profits. Cash in 
on the Carey line of home building 
and remodeling products. Ask your 
Corey representative for complete 
information. 





planting boxes, garden sheds. Takes paint readily; can be nailed 
or sawed with ordinary carpenter's tools. Resists rot, decay, 


vermin, weather, fire! 





Your Builder and Architect 
Prospects Agree! 


Convenience sells! What is more con- 
venient than glamorous, roomy Miami- 
Carey recessed towel cabinets, with full- 
length crystal mirror, sparkling glass 
shelves and snow-white baked enamel on 
all-steel interior? Miami-Carey makes a 
complete line of cabinets and accessories 
for every budget and installation need! 


THE PHILIP CAREY MFG. COMPANY 
LOCKLAND, CINCINNATI 15, CHIO 


Canada: The Philip Carey Company, Ltd., 
Montreal 25 P. Q. 


From the House of Carey— 
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All eyes are on House Beautiful’s PACE- 
SETTER House for 1951, recently built at 
Dobbs, Ferry, N. Y. . .. and featured by 
HOUSE BEAUTIFUL in the May issue. 


Carey products play a major role in express- 
ing new design and construction ideas in the 
PACESETTER House... answer basic needs 
for beauty, comfort, convenience and safety. 


Shown here are examples of how Carey 
products help the PACESETTER House ful- 
fill the promise of its name. Suggest that 
your prospects use these and other Carey 
products to express their ideas, economically, 
for new building or remodeling jobs! Chances 
are you'll find them pre-sold through the 
pages of HOUSE BEAUTIFUL and other 
nationally known magazines. 


If you’re not a Carey dealer, be one! And 
increase profits! Ask your Carey representa- 
tive to call. 


FIRE-CHEX SHINGLES 
for Pacesetting Beauty, Protection! 


& sage & Gey? 


Only Carey Fire-Chex .come in rich, solid colors, or 
striking new shadow-blends that create roof designs 
copyrighted as “works of art’! Add husky 325 Ib. 
construction for top resistance to wear and weather. 
Add too, Underwriters’ Laboratories, Inc. Class A* rat- 
ing for fire-safety (only Fire-Chex have it!). And you 
have the sales-pacesetting shingle—Carey Fire-Chex! 
*Without asbestos underlayment 


Se ee er a 


Bathroom Cabinets and Accessories “© Ventilating Fans © Ceramo Siding ©@ Corrugated Asbestos-Cement © Fire-Chex 
Asbestos Plastic Shingles @ ‘‘Fire-Guard’’ and Rock Wool Insulation © Other Famous Products for Home, Farm and Industry 


57 





POINTERS 








"In Use" Display 


This employes’ coat closet dis- 


plays three interesting building 
products in everyday use: sliding 
doors, cedar closet lining, and an 
extension type coat hanger. Pios- 
pects and casual shoppers must be 
positively introduced to such “in 
use” display; otherwise they tend 
not to notice them. 

We wonder how many salesmen 
use every possible chance to pro- 
mote sales by showing such dis- 
plays to their customers. It’s a 
money making idea. 


The Salesman's Corner 


This month endeavor to be a 
good listener and questioner in 
your sales work ... as well as a good 
talker. 

Strive particularly to make LIS- 
TENING a fine art. Every time 
one of your customers opens his 
mouth ... even if only to voice an 
objection .. . give him the surprise 
of his life. Look at him with rapt 
intentness. Don’t interrupt. Don’t 
even act as if you wanted to inter- 
rupt. 

Instead, LISTEN! ‘And, as you 
listen, do so appreciatively 
rather than with an impatient 
gleam in your eye that implies: 

“Will this guy ever pipe down 
and let a smart man talk?” 

As your listening skill improves 


during the month of this self-. 


assignment, you will discover that 
customers, as never before, are tak- 
ing the wind out of their own ob- 
jections .. . disclosing to you their 
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“moose calls” . . . revealing to you 
their most pressing job problems 

. tipping you off, frankly and 
explicitly, on just what benefit but- 
tons you should press in order to 
land their business. 

In your endeavor to be a better 
listener this month, don’t let your- 
self be flabbergasted by the occa- 
sional close-mouthed customer who 
seems unwilling to do more than 
just grunt. 

Usually the customer who “just 
grunts” does so because that’s all 
you gave him opportunity to do. 

True, every time you completed a 
benefit chapter of your sales story, 
you asked how your customer eval- 
ulated that particular feature of 
your product. 

But did you then LISTEN? Did 
you wait long enough for your cus- 
tomer to formulate his answer so 
that you COULD listen? Don’t let 


a few seconds of silence scare you 
out of winning the interview gu id- 
ance you need. After you ask for 
a customer reaction, wait for it. 
Sit quietly in your chair and keep 
waiting. Wait as long as necessary! 
The worse mistake you can make 
is to let customer slowness in 
replying panic you into garrulous 
resumption of your own sales mono- 
logue. 

Next time you find yourself deal- 
ing with a customer who “only 
grunts,” recall the story of the 
garrulous woman who after a din- 
ner party complained about the be- 
havior of one of her husband’s 
guests. 

“What a bore!” she snorted. “All 


during my conversation he kept 
yawning.” 


To which her husband replied: 
“Are you quite sure he was yawn- 
ing, my dear? Maybe he was only 
trying to say something!” 


—Richard C. Borden 
The Dartnell Corp. 





“We took the 
bull by the 
horns,” reports 
Bill Drake, of 
Drake Lumber 
Company, Lock- 
port, Ill, “and 
decided that if 
displays sold 
goods, which 
they do, why not 
display  floor- 
ing.” 

Drake took no 
half measure 
such as putting 
a sample out on 
the counter. He 
laid half a dozen 
types of flooring 
right in the 
store in displays 
large enough to 
really mean 
something, then 
gave them a 
good, tough fin- 
ishing coat. 

“It’s a pain in the neck keeping 
those displays looking ship-shape, 
what with all the wear and tear 
they get—but boy, do they sell 
flooring,” Drake says. “Parquet 
flooring used to be a slow mover. 
Now we sell.at least one room of it 
in nearly every new house job. And 
it helps on ranch and regular plank 





Display It! 


flooring, too. We sell much mcre 
flooring now.” 

“But the biggest surprise ws 
on number three grade. It never 
has sold much for housing. But it 
moves like hotcakes now that peo- 
ple can see how nicely it can be fin- 
ished. That one display has mae 
lower grades of hardwood floori:.g 
a really good item for us.” 
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A RULE AND A SCREW DRIVER 





Two measurements, six screws. 
That’s all anyone needs to replace 
an obsolete wood casement opera- 
tor or staybar with a. new Getty 
operator. 


There is a tremendous replacement 
market—right in your neighbor- 
hood—for Getty operators. One 
independent survey shows an aver- 
age of two casement windows in 
every home. 


You sell Getty operators proudly 
and profitably. They are used on 
more casement windows in America 








than all other operators combined. 
And when you sell a dozen you 
make about $10 profit. 


A wide-open market! A leading 
product! A tidy profit! Customer 
satisfaction! What more could you 
ask for? 


Write for our descriptive brochure A. 
It contains complete information on 
our three types of operators (internal 
gear, external gear, horizontal drive) 
and our specialty hardware for every 
type of wood and metal casement. 


AND ANYONE CAN INSTALL A GETTY OPERATOR 





Permits 100% 


’ window opening! 

















No need toremove 
screens and dis- 
turb blinds when 
opening or clos- 
ing windows! 











& Co., Inc. 


3348 NORTH 10th STREET * PHILADELPHIA 40, PA, 
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Dealer’s Parade 
Float Captures 
First Place 


Two Florida retailers 
gain favorable publicity 
with outstanding exhibits. 


In Florida, Delray .Beach is 
the gladioli center of the state, 
1,600 acres being planted and 
two million dozen spikes 
shipped north each _ season. 
Honoring this industry and for 
the pleasure of thousands of 
winter residents, a big gladioli 
festival and fair is held each 
year, attracting flower lovers 
for miles around. 

Big Shoe Wins 


This year two retail building 
materials concerns, the Delray 
Lumber Co. and the Ocean City 
Lumber Co., entered beautiful 
floats in the big parade. The 
Delray Lumber Company’s 
float won the prize for the most 
beautiful float. It took the 
form of a big shoe surrounded 
by a white picket fence with 
black letters in front with the 
legend: 

“Do you live in a shoe? Buy 
now while you may.” 

Half a dozen small children 
with their mother added human 
interest to the display. 


Southern Home on Float 


Prospective home owners 
were attracted by the float en- 
tered by the Ocean City Lum- 
ber Co. On a base of paper 
blossoms they erected a south- 
ern home with screens, vene- 
tian blinds, ornamental iron 
work, even a patio. Spikes of 
gladioli surrounded the house. 
In white letters on either side 
of the house was the legend: 

“No security like your own 
home.” 

A large tent was devoted to 
displays of lumber and build- 
ing materials. 

The largest booth taken by 
the Delray Lumber Co. showed 
doors, windows, screens and 
builders’ hardware. Visitors 
saw movies of local homes 
under construction. The Ocean 
City Lumber Co. also had a 
booth of building materials. 
Balloons in the form of gro- 
tesque figures were given away 
to youngsters. 


60 

























FIRST PRIZE went to the Delray Lumber Co. for this human-interest float. 





, Deve 


ay LUMBEp c0. 














BIG TENT was devoted to exhibits by contractors and building materials retail- 
ers in the Delray area. 























VARIOUS MATERIALS sold by the Ocean City Lumber Co. were incorporated 
in its float. 
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BIG, NEW NATIONAL 
ADVERTISING 





CAMPAIGN... 
NEW STORE = 
DISPLAY MATERIAL 


0 help you sell 





B IteO-POST 


*The original all-steel adjustable 
jack post for sagging floors. See this 
publication next month! 


STEEL COMPANY 


WARREN, OHIO 


n& BuitpInc Propucts MERCHANDISER 








Devoe & 
Raynolds 
Company, 
Inc., 
Princeton, 
Indiana 


That’s the road-room 

you would need to line 

up all the dealers who sell 

Superkleen Brushes! 14,000 

dealers ... now busily engaged 

in supplying America’s most pop- 

ular brush line to new and repeat 
customers. 


That’s a lot of dealers... and if you 
are one of them you know all the ad- 
vantages of handling Superkleen 

Brushes. Also... why your customers 

keep buying them. 

If you are not handling the Superkleen 

Line we're inviting you to join the parade. 

Brush for brush, dollar for dollar, bristle 

or nylon, there’s no other line that so 
happily combines a quality reputation 
with volume profit and customer sat- 

isfaction. 


For complete details on the Super- 
kleen dealership, write Brush 
Division, Devoe & Raynolds 
Company, Inc., Princeton, 
Indiana. 


14,000 Dealers rec- 
ommend Superkleen 
Brushes unreserv- 

edly to their cus- 
tomers. Are you 

one of them? 





AMONG THE DEALERS 


HENRY HESS, Pine Island, Minne- 
sota, 1951 president of the IRLDA. 


IRLDA Joins National 


At the 12th annual conven- 
tion of the Independent Retail 
Lumber Dealer’s Association, 
held in Minneapolis, Minn., at 
the Radisson Hotel, President 
A. D. Sontag announced the as- 
sociation had become affiliated 
with the NRLDA, to culminate 
twelve years of growth and 
service to its members. 

New officers elected included 
Henry Hess, Pine Island, Minn., 
president; Clarence Scherer, 
Minneapolis, vice-president; 
Leslie S. Olson, Mora, Minn., 





secretary; G. A. Eddy, Swale- 
dale, Iowa, treasurer; and Ed- 
win W. Elmer, Minneapolis, 
executive secretary. 


Clyde Fulton, Charlotte, 
Mich., president of the Na- 
tional Retail Lumber Dealers 
Association, Washington, D. C., 
welcomed the Independent Re- 
tail Lumber Dealers Associa- 
tion into the NRLDA in his 
talk before the convention of 
the independents. 

As president, he reported on 
the services of the organization 
to the trade and expressed op- 
timism at the outlook for the 
dealer—even under defense mo- 
bilization controls. 

“You’ve lived with govern- 
ment controls before,” he said, 
“but these controls are con- 
sidered and administered with 
sound business judgment 
through the cooperation of the 
trade and government agencies. 
We are being given an oppor- 
tunity to work out our prob- 
lems in fair and square hear- 
ings. We have industry advis- 
ory committeemen, common 
dealers just like you, who go 
down to Washington at their 
own expense for your protec- 
tion as these measures are be- 
ing worked out. We are abun- 
dantly blessed with this type 
of dealer.” 

One of the biggest jobs in 
the organization is the national 
affairs committee charged with 
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Railroad Promotes Lumber 


THIS LARGE OUTDOOR advertising sign was recently displayed 


by the Missouri Pacific lines throughout its territory to tell the 


public how mass transportation helps deliver the products that go 


to make modern homes. 
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following through on pending 
legislation. “Your Washington 
office is busiest running down 
the host of regulations and or- 
ders in the chaos, keeping 
track of new faces in congress 
and new specialists on the 
Washington scene every weck. 
It is not living with these agen- 
cies and regulations that wears 
us down, it is tracking them 
down.” 


PRESIDENT J. C. CAUTHEN—Caro- 
lina Lumber and Building Supply 
Association, was elected at the group’s 
28th Annual Convention. 





HOW TO FEATURE LUMBER 
AND BUILDING MATERIALS 


(continued from page 48) 





All four yards are supported 
by an aggressive advertising 
program that includes both 
radio and newspaper schedules, 
and stresses both timely selling 
copy and institutional layouts. 

The management typifies a!l 
the personnel in their desire to 
serve the homeowner and build- 
er well. William E. Downey is 
manager of the main Rocx 
Island yard. William A. Ford 
has the same post at the White 
yard in Davenport. East Mo- 
line is managed by Harry L. 
Brown, Jr. and the W and )) 
yard by B. J. Carney. Harold 
J. Risley is the division man- 
ager and W. H. Hall the gen- 
eral manager. 
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fr Faster- 


Just HIT THE SPOTS 
and you staple — 
uniformly, securely | 





























remember most how much time is spent 
measuring and stapling. But today, these 
jobs have been made far faster, far easier 
—thanks to the new stapler “targets”’ ex- 
clusive with Reflective KIMSUL" insulation. 

Spaced every 6” along each side of the 
aluminum cover, stapler “targets” act as 
a“‘built-in” measure for accurately cutting 
the KIMSUL blanket. Instead of using a 
tape or ruler, you simply count the inch- 
square targets to whatever length is de- 
sired. Next, when applying the blanket, a 
reinforcing strip on the flange (illustrated 
at right) positions the blanket on the 


* 
T. M. REG. U.S. PAT, OFF. & CAN. 


BUILDING Propucts MERCHANDISER 


If you’ve ever installed insulation, you'll 





NEW! Kimsul’ Stapler" Targets” 


ler-Better Installation ! 


framing member. It then remains only to 
“hit the spots”’ with your stapler to attach 
the blanket neatly, zniformly. Quick, easy, 
accurate? Yes, there’s nothing like it! 
Because this exclusive feature means a 
much faster, detter installation job, many 
home-owners will want to install KIMSUL 
themselves. To get your share of this busi- 
ness—to increase your over-the-counter 
sales — merchandise “ease of application.” 
Write today for complete details on how 
best to feature and display new improved 
Reflective KIMSUL. 
KIMBERLY-CLARK CORPORATION 


Neenah, Wisconsin 









REFLECTIVE 
VAPORSEAL 


Now 2 types of KIMSUL Insulation 










eg 


Reinforcing strip on flange positions 
blanket one inch from face of framing 
to provide air space both in front and 
back of insulation. 


— Regular and Reflective 
(Red Roll) (Gray Roll) 














Sidewall Shingle Application 


It is frequently a problem just 
how to apply sidewall shingles 
or shakes to the exterior of a 
house when insulating sheathing 
board is used. 

The method illustrated above 
is approved and when followed 


accurately will give a thoroughly 
satisfactory job. 

Notice that regular wood lath 
have been adapted as an effec- 
tive “washer” to give the nail 
head lasting support. With this 
method, with the nail driven 


 Saggiameat % INSULATION |i! 
BOARD SHEATHING. 


& REGULAR PLASTER LATH (APPROX.4¥8x158x48) APPLIED 
HORIZONTALLY ON 14" CENTERS DIRECTLY OVER TIPS 
OF PRECEDING COURSE OF SHINGLES ANO NAILED AT 
STUDS THRU INSULATION BOARD SHEATHING WITH 
Id OR 6d BOX NAILS. 


© USE LATH AS STRAIGHT EDGE -LETTING BUTTS OF 
UNDERCOURSE SHINGLES REST ON TOP OF LATH- 
FASTEN IN PLACE WITH ONE NAIL OR STAPLE IN 
EACH UNDERCOURSE SHINGLE. 


© LET OUTERCOURSE SHAKE PROUVECT ‘e" BELOW LATH- 
NAIL IN PLACE WITH TWO 5d FINISH MAILS IN EACH 
SHAKE - |"IN FROM SIDES AND AT LEVEL 5O NAILS 
WILL: PIERCE LATH. 


OUTERCOURSE SHAKE STuD 


INSULATION BOARD 






























































clear through the _ insulating 
board into the studs, there is no 
chance for the nail head to pull 
through or for the nail to pull 
out. 

The finish nails driven into 
the butt of the outer course 
pierce the lath and the thin edge 
of the under course to bind the 
whole wall together. 





how white 1s white? 
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on a raven's back.. 


Shakespeare 


... whiter than new snow 


Sell Trinity White —the whitest white cement. 
Trinity White is a true portland cement. It meets 
all Federal and ASTM specifications. Sell Trinity White for 
architectural concrete units, terrazzo, stucco, paint, ornamental 
work, tile setting, etc. When ordering ask for it by its full 
ff name Trinity White—it’s widely advertised to your trade. 


Trinity Division, General Portland Cement Co., 
111 W. Monroe St., Chicago; Republic Bank Bldg., Dallas; 
816 W. Sth St., Los Angeles. 


Ltrinit 


PORTLAND CEMENT 
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Fast Selling . . . Nationally Advertised 
ustable SCREEN DOOR GRILLES 
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TLL 


¥ 
\ 


MALLARD 
C-81 for 
STORM DOOR 


List $21.50 
GRILLE ONLY 
Beautiful new ornamental grille de- 
signs have powerful appeal for 
practical homeowners. Easily in- 
stalled, handcrafted of lasting 


steel. } 
Packed Three Grilles of a Design to the Carton. 


CONTACT YOUR JOBBER OR WRITE DIRECT 


NATIONAL GUARD PRODUCTS, INC. 


540 Jackson Ave. ® P. O. Box 1520 © Memphis 1, Tenn. 
Manufacturers of 
Weatherstrips, Mouldings, Window Guards 


Buitptnc Propucts MERCHANDISER 

















Your own eyes will tell you 
why it pays to push Prestile. For here is tileboard of 
uniform high quality with double baked finish and 
full heavy undercoating. Smarter bevel edge 
scoring that women admire. A tileboard that's 
CYors(-1 am (o1-1| MMeliloM olala-to Male lilmcolmolioM oleohe 
its! Make your own comparison test — 


send for free samples today. 


12 COLORS 4 PATTERNS 


with smart 


Bevel Lge! 





New and distinctive! Beveled mor- 
tar lines with sweeping shoulders 


create charming shadow effect. 


ees oie. 
PAE ISinte 


VX 
DE LUXE TILE BOARD of LASTING BEAUTY 


~/ 


Prestile Mfg. Co. * 5850 Ogden Ave. « Chicago 50, Ill. 
Yes, we want to learn more about: L 
[_} PresTile De Luxe Tileboard (] PresTrim Aluminum Mouldings 


Your Name 


Clip this memo to your letterhead and mail today! 


65 

















a REGULAR PLASTER LATH (apPROX.98 «15/8 x 48) APPLIED 
HORIZONTALLY ON 14" CENTERS DIRECTLY OVER TIPS 
OF PRECEDING COURSE OF SHINGLES AND NAILED AT 
STUOS THRU INSULATION BOARD SHEATHING WITH 
Id OR 6d BOX NAILS. 





USE LATH AS STRAIGHT EDGE -LETTING BUTTS OF 
UNDERCOURSE SHINGLES REST ON TOP OF LATH- 
FASTEN IN PLACE WITH ONE MAIL OR STAPLE IN 
EACH UNDERCOURSE SHINGLE. 


LET OUTERCOURSE SHAKE PRECT 2" BELOW LATH- 
NAIL IN PLACE WITH TWO 5d FINISH MAILS IN EACH 
SHAKE - |" IN FROM SIDES AND AT LEVEL 50 NAILS 
WILL: PIERCE LATH. 


OUTERCOURSE SHAKE 
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STUD 











UNDERCOURSE INSULATION BOARD 
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BOARD SHEATHING. 
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clear through the _ insulating 
board into the studs, there is no 
chance for the nail head to pull 


Sidewall Shingle Application 


It is frequently a problem just 
how to apply sidewall shingles 
or shakes to the exterior of a 
house when insulating sheathing 
board is used. 

The method illustrated above 
is approved and when followed 


accurately will give a thoroughly 
satisfactory job. 

Notice that regular wood lath 
have been adapted as an effec- 
tive “washer” to give the nail 
head lasting support. With this 
method, with the nail driven 


through or for the nail to pull 
out. 

The finish nails driven into 
the butt of the outer course 
pierce the lath and the thin edge 
of the under course to bind the 
whole wall together. 





















how VU hite LS white? 


Sell Trinity White —the whitest white cement. 
Trinity White is a true portland cement. It meets 
all Federal and ASTM specifications. Sell Trinity White for 
architectural concrete units, terrazzo, stucco, paint, ornamental 
work, tile setting, etc. When ordering ask for it by its full 
name Trinity White—it’s widely advertised to your trade. 
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... whiter than new snow 
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on a raven's back... 





Trinity Division, General Portland Cement Co., 
111 W. Monroe St., Chicago; Republic Bank Bldg., Dallas; 
816 W. Sth St., Los Angeles. 


Shakespeare 





PORTLAND CEMENT 
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Your own eyes will tell you 
why it pays to push Prestile. For here is tileboard of 
uniform high quality with double baked finish and 
full heavy undercoating. Smarter bevel edge 
scoring that women admire. A tileboard that's 
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Twisty Testimonials 


One of our favorite TV programs 
had just closed with a resounding 
testimonial. A famous singing stage 
star insisted that a certain brand of 
cigarettes had never harmed her 
throat. 

“That ought to make you switch,” 
we said to a friend who had lighted 
another brand. 

“Mebbe it should but I’m afraid it 
won't,” he replied. “Some way or 
other I’m suspicious of testimonials, 
although I realize they have a value 
if properly obtained and rightfully 
used. It reminds me of the time 
the famous opera star, Giovanni Mar- 
tinelli, was closeted with reporters. 
He complained that his throat was 
affected by cigarette smoke, and asked 
would they mind getting rid of their 
cigarettes. 

“But Mr. Martinelli,” cut in one 
of the boys, “didn’t you endorse a 
cigarette once?” 

“Yes,” was the answer, “but I re- 
member what I said. I said that 
these cigarettes never make my throat 
sore. And that is perfectly true— 
for I never use them.” 


... There are a good many ways 
of saying the same thing and of 
making it sound different than 
it really is. 


Watch Your Advertising! 


Is what you say in your advertising 
what you would say to your friends 
if you were talking to them about 
your products or your services? 

It should be. 

Too often, however, it is a strange 
jargon. Frequently it is merely a 
mass of exaggerations. Sometimes it 
is nothing more than a hastily ground- 
up grist of generalities . .. ambiguous 
statements which create uncertainty 
rather than confidence. 


. . « When you pay for words 
you should be sure they are 
worth what they cost. 


Advertising Should Lead... 
Not Mislead 


Here is what the National Associa- 
tion of Better Business Bureaus has 
to say on the subject of deceptive 
advertising: 

“Advertising as a whole must not 
create a misleading impression even 
though every statement, separately 
considered, is literally truthful. 

“Advertising must be written for 
the probable effect it produces on 
ordinary and trusting minds, as well 
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as for those intellectually capable of 
penetrating analysis. 

“Advertising must not obscure or 
conceal material facts. 

“Advertising must not be artfully 
contrived to distract and divert read- 
ers’ attention from the true nature 
and conditions of an offer. 

“Advertising must be free of fraud- 
ulent traps and stratagems which in- 
duce action which would not result 
from a forthright disclosure of the 
true nature of an offer.” 


... It now appears that more 
money will be spent for adver- 
tising in the building material 
industry in 1951 than in any 
other year. 


What Words Not to Buy 


In Advertising Digest we came 
across some sound advice for those 
who spend money for advertising. 
Morton Simon is quoted as the com- 
petent authority who warns against 
the use of... 

(1) Excessive claims and probably 
false statements. (2) Ambiguity and 
uncertainty of language. (3) Internal 
inconsistencies and _ contradictions. 
(The ad must be considered as a unit 
rather than separate sentences.) (4) 
Arrangements and layouts which play 
UP the positive selling points and 
conceal the negative aspects. (5) 
Relative size of type (same as No. 4). 
(6) Pictures—retouched or tricky 
lighting to create false impressions. 
(7) Testimonials. The cigarette “en- 
dorsement” mentioned above is a typ- 
ical example. (8) Non-disclosure. 
Telling only part of the story. 


... If it’s that tricky—why 
spend anything for advertising! 


After All It's Not Too 
Difficult 


First, find the product that will 
do the job satisfactorily. Next, tell 
exactly what it will do in your printed 
advertising and by word of mouth. 
That’s all there is to it! If your 
product won’t measure up to the truth- 
ful presentation of pertinent sales 
points, you’ve simply made a mistake. 
Better switch products. No amount of 
advertising will enable you to build 
up an established trade on a poor 
product in competition with a good 
one. 


... An aside (we got the idea 
from the Wall Street Journal). 
“The most interesting book in 


the library of practically every 
business man is his volume of 
business.” 


Back to Advertising 


Having penned the above para- 
graphs (or shall we say quoted |ib- 
erally from other sources) we turned 
to the current issue of AL&BPM to 
consider the quality of the copy ap- 
pearing in its advertising pages. And 
we found no reason for concern, for 
here we read many a fascinating story 
about building materials that needed 
no more than the plain statement of 
facts in order to obtain the interest 
of readers. 


. . - The building material in- 
dustry is inclined to undersell 
rather than oversell . .. a com- 
mendable policy. 


Consider Other Industries 


If you were a druggist you might 
be surprised on occasion at the claims 
made in the morning paper for some 
new patent medicine. Or if you were 
an automobile salesman you might 
marvel at times over the fact that 
your car looks so much longer and 
more streamlined in the ads than it 
does on the road. Perhaps you would 
wonder, if you were employed as a 
sales person in a woman’s apparel 
shop, why the latest styles never look 
the same on your customers as they 
do in the ads. And so on ad infinitum. 


... According to Clement com- 
ments: “In any piece of copy, 
two sentences are hardest to 
write—the first and the last.” 


"Building Materials 
Are Different" 


We’ve often heard this statement. 
Is it true? The answer is “Yes”... 
at least to a certain extent. What 
building materials DO for their pur- 
chasers hold far greater appeal than 
almost any other piece of merchandise 
you can name. Translated to adver- 
tising terms they mean comfortable, 
convenient shelter (one of the five 
basic essentials of mankind). But 
they go beyond that point. They not 
only spell economy but can even be 
extended into the realm of luxury. 
They are the immediate need of every- 
body as well as the dream of te 
affluent. As such they permit adver- 
tisers to take full advantage of undcr- 
statement rather than to indulge in 
the mad race for bigger and better 
headlines. 
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ALSO... 
KENNEDY 


FAMOUS FINNISH BIRCH 
FLUSH DOORS 


We also are exclusive U. S. Distribu- 
tors of these superior quality flush 

_- : doors ... smart, 
modern doors 

. superbly 
built to avoid 
warping and rib 
marks. Order 
yours TODAY. 
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HARD BOA 


Hard up 


Cheer up! 
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WE HAVE SUPER-QUALITY 
FINNISH LION BOARD 
READY TO DELIVER NOW! 


Direct from Finland . . . a product of scientific research 
and world-famous Finnish craftsmanship . . . this quality 
hardboard is ready for immediate delivery in all parts 
of the United States. Phone or wire today for prices 
or name of your nearest jobber. 


Made of prime quality raw materials, this hardboard is 
lighter in color than domestic hardboard ... strong... 


flexible . . . durable . 


against moisture, warping and curling. '/g inch thick- 


. . grainless . . . highly resistant 


ness, standard sizes from 4° x 6' to 4' x 12'. 


OPPORTUNITIES FOR DISTRIBUTORSHIPS 


Would you like to handle these quality ready-to-be-delivered Fin- 
nish products? A limited number of distributorships still are avail- 
able for go-getters who can meet our requirements for reliability 
and service. If you are interested, contact us today. 


J.G. KENNEDY LUMBER CO. 


Manufacturers & Wholesalers of Western Forest Products 


SEATTLE 1, WASHINGTON 


CABLE ADDRESS 


FINNDOOR 


TELETYPE 


SE 550 


TELEPHONE 


SEneca 1880 





Profit-makers or "also-rans''? 


Two things happen on a staff. Either people 
become accustomed to thinking and performing in 
the same way, or they grow mentally and the com- 
pany grows with them. At a time when taxes, un- 
reasonable demands and obstacles to profit are increas- 
ing, no company can afford to maintain a staff that 
remains at the same level of performance. To do that 
is to go backwards and take heavy losses in the 
months ahead. 

The best guarantee for a mentally sharp, alert staff 
capable of earning a profit despite greater obstacles 
is to expose all personnel to new ideas, fresh thinking 
—to provide them with the means for constant self- 
improvement. In the April 7 issue, several sugges- 
tions were made in this column to keep personnel out 
of mental ruts. 

Here is another way to help prevent that feeling 
on the job which leads to stale thinking and stale 
ideas. Start a lending library with new books on 
the kind of subjects that will help your company 
grow—books on cost-cutting, tested sales appeals, bet- 
ter personnel and customer relations. Plus some good 
self-help books on subjects like public speaking, de- 
veloping new ideas and how to write better letters. 

Also be sure to include books loaded with anecdotes 
taken from famous “success stories.” Learning how 
others have succeeded is a tremendous stimulus to 
keener interest and better performance. Moreover, 
such books are jam-packed with “How-to’s” and smart 
ideas that can be adapted to your own company’s 
needs. 


. . . how to get action 


The main thing is to make it known to all personnel 
that such books are available for their help—can make 
their jobs a lot more interesting and exciting—that 
they are invited to choose any books on any subjects 
that interest them. Here are two simple ways to 
create and sustain interest in'books of profit to your 
company. 

First, put across your library with poster copy 
around your offices like this: 

UP AGAINST A TOUGH PROBLEM? 
Cost-cutting? Sales promotion? Personnel? 
Plenty of smart answers, expert help to save 
you time, work, and headaches—in our new 
company Library. Try it today! 

GETTING STALE ON THE JOB? 
New ideas, new angles, new excitement— 
yours for the asking in our new Library! 
Use it today. 

FREE OFFER TO ALL EMPLOYES! 

Here’s a grand chance to get a better educa- 
tion at no expense. Expert instruction in 
tested selling, public speaking, cost acccunt- 
ing and many other valuable subjects. Latest 
books by A-1 men in our new lending Library. 


Second, whenever you add new titles, use posters to ' 
announce three or four new books at once. And 


underneath each title, run two or three lines of copy 
from the book jacket to build up interest. 


By Norm Advertising, Inc., New York, N. Y. 
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. . . where to get help 


Since the purpose of a company library is to broaden 
our thinking, to stimulate fresh, new ideas, and find 
better answers to old problems, the place to seek 
help is from outside sources. An excellent source of 
books by outstanding experts on management, cust- 
cutting, marketing and sales promotion is McGraw- 
Hill Publishing Co., Inc., 330 W. 42nd St., New York. 
Why not write today and ask to be put on their 
mailing list? 

Valuable suggestions on profit-making books can 
also be had by writing to two of the most important 
marketing and advertising magazines in the country: 
“Advertising Agency and Advertising and Selling,” 
9 E. 38th St., New York, and “Printer’s Ink,” 205 E. 
42nd St., New York. Make it clear that you are a 
retailer and wish the names of the best books they 
can recommend on collection letters, cost-cutting or 
some other specific phase of your business. 


. . . Share to profit 

Do the same key executives in your company always 
cover conventions, attend local businessmen’s lunch- 
eons and receive visiting lumbermen and other promi- 
nent guests? Don’t skim all the cream off the top of 
the bottle! You’ll have a much more eager, interested, 
alert staff if you make a special point of sharing 
some of the pleasures of your job with more of your 
personnel. 

Think for a minute how you’d feel if year after 
year you were excluded from all interesting and valu- 
able meetings . . . shut off from all outside contacts 
in your job. Would you have much incentive to do a 
good job? Or many good ideas to help your com- 
pany profit? Or the heart to do a better job? 

Let’s face it—many people will never be equipped 
to handle more than dull, routine jobs. But to under- 
estimate the importance of those jobs is a very costly 
thing. The best executives in the world can’t show 
a profit if the majority in dull, routine jobs under 
them, feel no interest or responsibility for saving 
money, cutting down errors, giving thoughtful, willing 
service. 

To deprive most employes from all interesting meet- 
ings, all stimulating contacts, all exchanges of ideas 
is to lessen the interest and enthusiasm of most of 
your staff for your company. 


. . . 5 big gains 

For department heads who bolster the confidence of 
their staff members by inviting them to sit in on 
meetings and share in similar events, there are five 
big gains. First, it gives those under them a much 
greater sense of “belonging” and really wanting to 
contribute to the company. Second, it gives them a 
much better understanding of the company so they 
can do a better job. 

Third, exposure to good meetings and exchanges 
of ideas gives them much greater pride in their 
company, in those over them, and in their own work! 
Fourth, invitations of this kind convey respect for 
those in lesser positions and appreciation for their 
work—elicit much more conscientious, willing service. 
Fifth, by sharing the pleasures of your job, you will 
have a much more unified, loyal, smoother-working 
team. 
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Where are the nails 7 
Where are the Joints 7 


In this unretouched 
photograph of Smoothgrain 
Asbestos Siding Shingles, there are 
18 exposed nail heads and 8 vertical 
joints. Can you find them? They’re 
practically invisible! —thanks to a 
new process developed by Johns- 
Manville for “graining”’ and 
color-blending Smooth- 
gtain Asbestos Siding. 


Easier to cut... cleaner edges ...less waste! 


Faster, better installation is a plus advantage you get 
with Johns-Manville Smoothgrain Asbestos Siding. 


That’s because the surface of this newly-improved 
siding is smooth, not grooved. With the cutter always 
working against a smooth surface, the cut edges are 
clean and sharp. There’s no chipping to cause spoilage 
or mar appearance. Also, the siding is stronger because 
it has the same cross section throughout. 


It resists soiling better, too, because it has no grooves, 
no raised texture to catch the dirt. The “grain” is not 
produced by any grooving of the shingle; it is built-in 
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The “grain” is so striking in appearance... 
and the color-blended texture so harmonious 
throughout the entire job . . . that the nail 
heads and vertical joints between shingles 
seem to disappear. 


by means of ceramic granules, deeply embedded into a 
sparkling white background. The striking appearance 
is always the same from any angle you look! 


Smoothgrain Asbestos Siding comes in an outstanding: 
variety of beautiful Permatone colors, including Heather 
Green, Autumn Brown, the warmly rich and practical 
Weathered Gray, and the ever-popular Silver Gray which 
goes well with any color scheme. For full-color brochure, 
write Johns-Manville, Box 290, N. Y. 16, N. Y. 


JOHNS -MANVILLE 


Johns-Manville 2! 
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FIR AND HARDWOOD WELDWOOD PLYWOOD * WELDTEX © PLANKWELD « WELDWOOD AND MENGEL DOORS 


Westinghouse MICARTA panels 
for todays conditions: 























WOMEN WANT MICARTA in kitchens, bathrooms, playrooms. These gleaming 
plastic surfaces resist stains, wipe clean in a flash and stay lovely always. Houses 


sell faster when Micarta tops are featured — and recommending Micarta gets 
remodelling orders. 







ANY CARPENTER CAN INSTALL MICARTA, using the new pre-bonded to ply- 
wood panels. They can cut, trim, drill and work these panels with inexpensive 
tools. Now YOU can sell these panels to your builders, and they can have their 
own workmen install them according to their own schedules, without relying on 
outside sources. And, of course, your local remodelling contractors will welcome 
this great advantage. 





FOUR SIZES now eliminate almost all waste, regardless of the job. Yet you can offer all 
four sizes in a good range of colors without carrying a big stock because of 
United States Plywood’s warehousing facilities (there’s one near you) —and our 
unique service. 





















7 “1 OUR SPECIAL DEALER PLAN will start you in this new, big- g 
55 West 44th Street, New York 18, N. Y. profit field with a great Self-selling Display and a complete 

PI d details of Mi deal for Lumber Merchants. , ‘ . 
! eee ene eee SF mE ODI | Promotional Package. Get the details today. Mail the coupon. 

NAME 
1 1 
g ADDRESS \ Manufactured by WESTINGHOUSE 
r r and sold in decorative grades only by 
‘ { UNITED STATES PLYWOOD CORPORATION 

J and U.S.- MENGEL PLYWOODS, INC. q 
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Customers don't need 
a crystal ball 


when it comes to buying doors! 


When it comes to Weldwood and 
Mengel doors—customers can “see 
the future” by looking at past per- 
formances! 


There’s no doubt about the endur- 
ing qualities of these doors. You can 
recommend either one with com- 
plete assurance that they'll be ab- 
solutely satisfactory installations. 


THE WELDWOOD HONEYCOMB DOOR 
employs a new construction princi- 





United States Plywood Corporation car- 
ries the most complete line of flush doors 
on the market including the famous 
Weldwood Fire Doors, Weldwood Stay- 
Strate Doors, Weldwood Honeycomb 
Doors, Mengel Hollow-core Doors, Mengel 
and Algoma Lumber Core Doors, 1%” 
and 134” with a variety of both foreign 
and domestic face veneers. 


= 
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ple that has been thoroughly tested 
in laboratories and in many actual 
installations. The door is dimension- 
ally stable, light in weight; and be- 
cause of its low cost, is ideally suited 
for many interior applications. 


THE MENGEL HOLLOW-CorE Door. 
Hundreds of thousands of satisfied 
customers give wide testimony to 
the acceptance given to this popular 
door. Its low price... high quality 


...meet every demand for a beau- 
tiful, durable flush interior door that 
provides beauty at budget prices. 
Especially recommended for resi- 
dential use. 


Both the WELDWOOD and MENGEL 
Doors are made in a wide variety 
of fine decorative hardwood faces, 
including birch, oak and Korina. 


Push either door — for present and 
future profits. 


WELDWOOD Flush Doors 


Manufactured and distributed by 


UNITED STATES PLYWOOD CORPORATION 


55 West 44th Street, New York 18, N. Y. 


Branches in Principal Cities * Distributing Units in 


Chief Trading Areas * Dealers Everywhere 
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SEND FOR THESE: 


colors, is making G-E Textolite plas- 


Kaylo calcium silicate products and 
their various uses are described fully 
in a 24-page booklet called “The Story 
of Kaylo.” Kaylo calcium silicate is 
now being applied as insulating roof 
tile, pipe and boiler insulation and 
as the cores of firedoors and lami- 
nated building panels. Specialty uses 
range from absorption units in 
humidifiers to electronically detonated 
heads for open hearth furnace tappers. 
For copy of booklet write Kaylo Divi- 
sion, Owens-Illinois Glass Company, 
Dept. AL, Toledo 1, Ohio. 


“Solving Roof Problems,” is an 
authoritative 32-page brochure re- 
leased by The Tremco Manufacturing 
Company Cleveland and Toronto. II- 
lustrated by photographs, drawings 
and diagrams, it thoroughly explores 
such subjects as the various types of 
roofs, how they are built, what fac- 
tors enter into their deterioration, 
how roof troubles can be diagnosed 
and treated. For easy reference, the 
booklet is divided into 15 sections and 
provides a table of contents. Typical 
headings indicating its scope are 
“Laying the Built-Up Roof,” “Diag- 
nosing Roof Conditions,” “Repair of 
Copings and Parapets,” “Area Treat- 
ment of Roofs,” etc. Write The Trem- 
co Manufacturing Company, Dept. 
at 8701 Kinsman Road, Cleveland, 
Ohio. 


The new “Color Is How You Light 
It” Book is a simplified lighting guide 
for commercial and home decoration. 
It analyzes the appearance of 40 pop- 
ular colors under the eight white light 
sources now available. It also sug- 
gests both first and second choice of 
light source for each color sample. 
The new book is an improved and ex- 
panded version of the original intro- 
duced by Sylvania two years ago, and 
it includes non-technical sections dis- 
cussing related color subjects. The 
book is priced at 50c a copy. Write 
Sylvania Electric Products, Inc., Dept. 
AL, 87 Union St., Salem, Mass. 


“G-E Textolite Plastics Surfacing” 
(CDL-18), a new 16-page bulletin, 
has been published by General Elec- 
tric’s Chemical Department. The bul- 
letin illustrates in full color the new 
line of G-E Textolite colors and pat- 
terns which have been awarded the 
1951 Fashion Academy Gold Medal 
for distinctive styling. Home applica- 
tions for “Textolite”, the registered 
trademark for General Electric’s 
plastics surfacing, including kitchen 
counters, dinette tables, and bathroom 
lavatory vanities, are described and 
complete construction details are 
given. Also popular for commercial 
applications, complete information is 
given on the use of G-E Textolite 
material for bars, doors, wainscoting, 
and restaurant tables and counter 
tops. A section devoted to properties 
lists the many abuse-resisting charac- 
teristics which, coupled with modern 
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tics surfacing increasingly popular - : work 


for applications in both homes and 
institutions. Write General Electric, 
Dept. AL, Pittsfield, Mass. 


“Hi-Power Grinder” is a new pro- 
duction hand tool, described in a 4- 
page folder. The folder is fully il- 
lustrated, outlines the advantages and 
exclusive features found in the tool, 
and shows its applications in the in- 


- dustrial field. Write Chicago Wheel 


& Mfg. Co., Dept. AL, 1101 W. Monroe 
St., Chicago 7, IIl. 


“Don’t Get Out of Your Car”—or 
“how the Robot Operator automatic- 


ally unlocks, opens and closes your © 


garage door,” is the topic of a de- 
scriptive booklet issued for home 
owners, professional men, architects 
and builders. This book makes clear 
what has been achieved through the 
application of electronical principles 
in bringing automatic garage door 
operation to the day and night service 
of millions of more American home 
owners and car drivers. It also shows 
how the Robot Operator automatic- 
ally turns your garage light on and 
off. For copy, write Robot Appli- 
ances, Inc., Dept. AL, 13165 Prospect 
St., Dearborn, Mich. 


Incinerators are discussed in an 
eight-page pamphlet available from 
The Donley Brothers Company. iIn- 
cluded are five types: Built-in, flue 
fed home incinerators; Pre-fabricated 
incinerators for existing buildings; 
Door fed incinerators with down 
draft; Garden incinerators; and Indus- 
trial incinerators. Drawings and spec- 
ifications aid in the installation of 
residential incinerators with practice 
varied to fit conditions. Three sizes 
of hopper doors are shown with in- 
stallation in differing flue construc- 
tions indicated. Eight sizes of incin- 
erators are indicated in a dimension 
table with appropriate metal parts 
for each. For copy of pamphlet write 
The Donley Brothers Company, Dept. 
a 13928 Miles Avenue, Cleveland 5, 

io. 


A Horizontal Multiple Spindle Bor- 
ing Machine is described in a 16 page 
bulletin. Various sections contain de- 
tailed information on the constructon, 
operation and application of the ma- 
chine and its accessories. A four-page 
section shows a variety of boring 
spindle combinations and their at- 
tachments. Other sections cover con- 
struction and working features of the 
machine and a double page spread 
carries nomenclature views of the 
machine from all angles. Sketches 
and illustrations show how the selec- 
tive hydraulic spindle feed system 
operates and examples of the use of 
the automatic synchronized stock 
clamp are cited. The bulletin will be 
sent free of charge upon receipt of 
a request on company letterhead. 
Write B. M. Root Company, Dept. 
AL, York, Pa. 













New Sloane-Blabon Sales Aids 


New series of Sloane-Blabon 
“Home Beauty Show” sales aids 
ties in with the company’s spring 
advertising campaign promoting 
Texfloor linoleum and tile. The dis- 
play material is keyed to the com- 
pany’s national advertising cam- 
paign which is appearing in 
national magazines and rotogravure 
sections of newspapers. The “pack- 
age” includes a window banner, 
colorful easeled-back display for 
window or counter which features 
products in use, a wall chart that 
highlights floor design suggestions 
and the full range of Texfloor 
colors, newspaper advertising mats, 
glossy prints, brochures, radio an- 
nouncements, and a dealer’s “time- 
table” for planning local promo- 
tions. Write Sloane-Blabon Cor- 
poration, Dept. AL, 295 Fifth Ave., 
New York 16, N. Y. © 





New Intercom Staff Station 


Through the development of an 
intercom Staff station incorporat- 
ing a “Privacy” lamp, Executone, 
Inc., has made available for the 
first time a Staff station that per- 
mits the user to answer calls from 
across the room—and at the same 
time enjoy protection from eaves- 
dropping. Heretofore, a Staff sta- 
tion was either the “Remote” type, 
providing across-the-room reply, or 
the “Privacy” type, where no one 
could eavesdrop on conversations in 
the office, but where the Staff had 
to be operated manually before a 
reply could be made. The manufac- 
turer’s exclusive development, it is 
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reported, now combines across-the- 
room reply and freedom from 
eavesdropping in the same Staff 
station. The user of the Staff can 
be at the far side of the room, even 
20 or 30 feet away from the sta- 
tion, and hear and reply to all in- 
coming calls without stopping his 
work to approach or operate the 
station. Write Executone, Inc., 
Dept. F-8, 415 Lexington Ave., 
New York 17, N. Y. 





Pull-Push Rules 


Stanley Tools announces new 
“Pull-Push” Rules No 556 (6 ft.) 
and No. 558 (8 ft.) featuring a 
blade 5% of an inch wide for greater 
rigidity. Added rigidity makes rules 
ideal for plumbers and carpenters. 
Nickel-plated blade has a special 
rust-resistant finish built up around 
graduations and numerals for max- 
imum wear. Blade may be safely 
and positively replaced in a few 
seconds “outside” the case. Mod- 
ern streamlined “D” shaped nickel- 
plated case with brushed satin fin- 
ish, is handy for inside measuring 
—read measurement at case open- 
ing, add two inches (width of case) 
for exact inside dimensions. Large 
black numerals and graduations are 
easy to read. Similarly styled No. 
556E Engineers Rule, is graduated 
in 10ths and 100ths of feet on lower 
edge only. Write Stanley Tools, 
Dept. AL, New Britain, Conn. 








Roof Coating, Plastic Cement 


A new type of roof coating and 
a plastic cement which can be ap- 
plied effectively on wet roofs is 
announced by The Monroe Com- 
pany. The roof coating, known as 
“Wet Surface Rufferseal” is said to 
have tremendous penetrating quali- 
ties. These enable it to “cut” right 
through the surface moisture and 
resaturate roofing materials below 
with asphaltic oils. Coating is re- 
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ported to flow into cracks, stop 
leaks and cover the entire roof 
surface with a seamless blanket of 
protection. The manufacturer ad- 
vises that, by using “Wet Surface 
Rufferseal,” the effective roof-resur- 
facing season can be extended to in- 
clude virtually the entire year. The 
new material also makes possible 
emergency roof repairs during ex- 
tended periods of rain and snow 
and thus eliminates possible leak 
damage to materials or equipment. 
The new plastic cement is known 
as “Wet Surface Ruffersealit.” It 
is used to patch wet roofs, copings, 
flashings, etc. and stop leaks in- 
stantly, even when applied during 
a driving rainstorm.. This makes 
it extremely valuable in preventing 
property damage when leaks de- 
velop suddenly. Write The Monroe 
Company, Inc., Dept. AL, 10703 
Quebec Ave., Cleveland 6, Ohio. 


Residential Aluminum Doors 

A new flush panel, side hung 
residential interior aluminum door 
and vise-grip jamb is now in pro- 
duction on the west coast. Features 
of the new Truline door are its ease 
of installation, freedom from warp, 
and high resistance to fire, sound 
transmission, thermal transmission 
and vermin. Doors are of flush con- 
struction and of 1%.” thickness. 
Panels are constructed of the finest 
obtainable panel flat aluminum 
sheet of not less than 24-gauge 
thickness. Jambs are constructed of 
aluminum sheet precision rolled to 
shape, are continuous clamp type 
with provision for postive vise- 
grip action, capable of absorbing 
wall deviations up to 44” in thick- 
ness and opening deviations up to 
3g”, Each door and jamb has an 
upper and lower half hinge of ex- 
truded aluminum section 24 Dural. 
Truline doors and jambs are avail- 
able in all standard sizes for all 
types of residential construction. 
Special sizes on request. Write 
Weather-Vane Corporation, Dept. 
—_ So. Flower St., Burbank, 

alif. 











New Cement Block Rack 


A new special type rack, engi- 
neered to simplify the handling of 
cement blocks, is designed to elimi- 
nate individual block handling and 
make multiple handling practical in 
drying and curing, storing and 
shipping to the job. The rack is 
welded structural steel construc- 
tion and holds 12 steel or wood pal- 
lets of the size used for casting 
four blocks, a total of 48 blocks. 
The bottom level is raised from the 
floor sufficiently to permit lifting 
and transporting by fork truck or 
platform from casting to storage. 
Spacing of the levels permits free 
circulation of air for drying. Racks 
holding the 48 blocks can be loaded 
on trucks for movement to the job 
or building supply dealer without 
the blocks ever being removed from 
the casting pallet. Write Equip- 
ment Manufacturing, Incorporated, 
Dept. AL, 21550 Hoover Road, De- 
troit 5, Mich. 





ES mie ES RT : tA 
New Locking Re-Roof Shingle 
A newly designed lock-type 140 
Ib. re-roofing shingle is announced 
by The Celotex Corporation. 
Named “Sta-Tite,” these econom- 
ical, self-aligning asphalt shingles 
go on quickly and smoothly over 
old roofs. Only two nails are re- 
quired for each shingle and no 
stapling is necessary. Their self- 
locking feature guards against 
wind damage. The hexagonal de- 
sign and unusual color harmony 
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of Celotex Sta-Tite shingles com- 
bine to create a long-lasting roof 
of dramatic beauty. Sta-Tites are 
available in Evergreen, Cedar 
Green Blend, Mediterranean Blue 
Blend and Terra Cotta Red Blend, 
all exclusive colors with Celotex. 
Write The Celotex Corporation, 
Dept. AL, 120 S. LaSalle St., Chi- 
cago 3, Ill. 
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Expanded Wing Base Screed 


Maximum plaster reinforcement 
and unusual ease of attachment 
are two outstanding features of 
the new USG 3A Expanded Wing 
Base Screed. The wider expanded 
flanges also make it suitable for 
uneven surfaces. This true, rigid, 
flush-type screed, with exclusive 
extra-heavy diamond strands next 
to the nose, is a practical dividing 
strip or screed for use between 
plastered surfaces and cement or 
terrazzo surfaces. It is available 
in 10 foot lengths, for 4%” grounds 
only. Complete descriptive mate- 
rial is available. Write United 
States Gypsum Company, Dept. AL, 
300 W. Adams St., Chicago 6, III. 


New Rust Preventive 


Considerable research has been 
done with Rustorize primer and 
Rustorize colors to determine per- 
formance on all type surfaces. Rus- 
torize is a new rust preventive now 
being manufactured by McCormick 
Medl. Primers that are excellent 
in the laboratory on clean cold 
rolled steel can be worthless on 
weathered hot rolled _ structural 
steel, reports the company. Rus- 
torize was developed by field test- 
ing to answer the many needs of 
the metal industry for a system of 
protective painting without expen- 
sive sandblasting. With Rustorize 
it is only necessary to wire brush 
the surface before application. 
Rustorize dries fast so that the 
metal could be handled within 12 
hours after painting. For easy 
application it may be sprayed or 
brushed. A prime coat of Rustorize 
instead of the ordinary shop coat 
on structural steel is said to insure 
a longer life before field painting. 
For their new technical brochure 
write Rustorize Division, McCor- 
mack-Med1 Corporation, Dept. AL, 
Bristol, Pa. 
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New Fiber Strapping 


Sweeping restrictions placed on 
the use of steel strapping on pack- 
ages weighing less than 90 lbs. by 
National Production Authority’s 
Order M-59 make A. J. Gerrard & 
Co.s new “Fiberstrap” one of the 
timeliest new products on today’s 
markets. This tough strapping 
easily stands a pull of 275 lbs., re- 
tains its original tensile strength 
and ductility under normal condi- 
tions, and provides the uniform 
tension lacking in other types of 
non-metallic strapping. Reinforce- 
ment and protection of the product 
or parcel bound by Fiberstrap, re- 
sults from its uniform tensioning 
and sealing with a standard Steel- 
binder strapping tool. This mechan- 
ical tensioning eliminates the wide 
variations in tensioning that are 
unavoidable when strapping is ap- 
plied by hand pressure only. The 
strap has a soft, smooth surface 
that is non-abrasive and non- 
adhesive, and can be safely applied 
around units that are vulnerable 
to other types of strapping. Uni- 
form, reinforcing tensioning of 
Fiberstrap with the Steelbinder 
tool makes an adhesive surface un- 
necessary. Fiberstrap is produced 
in standard 34” width, .040” thick. 
Write A. J. Gerrard & Co., Dept. 
AL, 1950 North Hawthorne Ave., 
Melrose Park, III. 


Bathroom Ventilator 


Equipped with a time-delay 
switch, the Trade-Wind Clipper’s 
bathroom ventilator will completely 
exhaust all odors, dampness and 
steam from shower or bath before 
automatically shutting itself off. 
The switch can be set for any pe- 
riod up to 30 minutes. The unit is 
installed in the ceiling and vented 
to the outside. For maximum effi- 
ciency and minimum noise a 4-inch 
blower wheel, driven by a 1/75 h.p. 
motor which delivers 100 CFM is 
used. Like all Trade-Wind units, 
the motor in the bathroom unit is 
located entirely outside the air 
stream. This exclusive feature ma- 
terially contributes to the long life 
of the equipment and minimizes 









service problems. There are only 
three parts of the ventilator which 
is designated as Model 1201. The 
housing, which incorporates a con- 
duit box and handy knockouts, is 
permanently installed in the ceiling 
joist space. The blower unit is in- 
stantly installed or removed from 
the housing by means of a positive 
friction catch and electrical plug. 
The attractive chrome-plated grille, 
which completes the assembly, also 
is quickly removable. Overall di- 
mensions are 654” deep x 844” wide 
x 7144” high. Discharge is horizon- 
tal through standard 4-inch round 
pipe. Write Trade-Wind Motor- 
fans, Inc., Dept. AL, 5725 S. Main 
St., Los Angeles 37, Calif. 


Portable Door Jack 


The “Adjusta-Fold” Door Jack is 
designed to be an aid to the jour- 
neyman carpenter, the production 
shop or to the contractor in the 
field. Essentially an easily portable, 
lightweight door jack, the ‘“Ad- 
justa-Fold” unit features folding 
construction, runner guides along 
the spine of the jack, rubber 
gripper feet for no-skid security 
while being used, rubber bumper 
at nose of the jack, adjustable 
clamp-grip on the upright member 
and non-mar protection for both 
work and work area. By means of 
the new door jack, a carpenter can 
dress and handle all standard doors 
up to 8 feet with ease, mount 
hinges and do all other work pre- 
paratory to hanging. Doors may be 
worked with hinges in place. Since 
the jack can be disconnected in the 
center by an instant disconnect pin, 
the jack also accommodates window 
sash, cupboard doors, shutters, 
storm sash, dutch doors and the 
like. Its compact design enables 
the unit to be worked in extremely 
narrow quarters; instantly folded, 
picked up and carried to another 
location; or worked day-in day-out 
in the production cabinet shop. 
Write E-Z Mark Tool Co., Dept. 
AL, 3705 S. Robertson Blvd., Los 
Angeles, Calif. 
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MADE OF CLEAR, PONDEROSA PINE 
SAVES TIME — KEEPS STOCKS CLEAN! 


Trim-Kit is the latest development in window 
and door trim. It is architecturally designed 
to make it adaptable to all types of archi- 
tecture. It's accurately and smoothly ma- 
chined, It's packaged for easy handling 
and inventory. Keeps it always bright 
and clean. 


today. Discover how 


Trim-Kit can help your profit pic- 


Investigate 


ture as well as your customers! 








cut-stock, furniture dimension, 


and 
sale s 


in Western Softwoods. 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 


@ REDUCES 
COST 


@ ELIMINATES 
WASTE 


Contact your 
jobber. Trim- 
Kit is sold 
through recog- 
nized jobbers 
only. 


Firpine's Products In- 
clude: inside door jambs, 
standard lineal mouldings, 


other special items plus whole- 
ervice in practically everything 











World’s Finest Safety Saw Blade 


Breaks Sales Records EVERYWHERE! 


~ 


Dealers report Successful promotions on 


PTI Circular Saw Blade .. . The Original 
Laboratory tested Safety Blade... 


Profitable results are being obtained now by leading dealers on 
this amazing new PTI Safety Saw Blade. Circular saw owners in 
industry, home shops, schools, government departments quickly 
appreciate the many advantages of this new type blade. Par- 
ticularly they appreciate that it is the original blade of this 
kind—the only safety blade backed up by numerous laboratory 
tests—and the only genuine safety blade made of chrome vanadi- 
um steel. 


Eliminates Dangerous “Kickbacks” 


With this new type blade—numerous tests have proven that 
“kick-backs” of all types are not just minimized—they are 
eliminated. Just as important—if the operator’s hand comes 
in contact with the blade—it cannot be pulled into the blade 
as with conventional blades—and severe cuts are further mini- 
mized by the smooth non-cutting edge between thé teeth. Other 
advantages include: Uses 30% less power; runs silently; stays 
sharp longer; produces chips, not sawdust; costs no more than 
ordinary blades. 


Nationally Advertised to Millions 


Dramatic, hard-selling advertisements are appearing regularly in 
leading national magazines—reaching a ready-made market of 
millions—with the spectacular story of the PTI Safety Saw 
Blade. It is the most aggressive, most consistent advertising 
campaign ever released on a saw blade! Attractive literature, 
display material and newspaper mats available for effective 
Promotion. 


PTI INCORPORATED co'RoADwaY. 


BuILDING Propucts MERCHANDISER 








PAT. 
PENDING 


; — : Made of Chrome 
Write For Full Details Vanadium Steel 


get the complete story of this sensational new Safety Saw Blade. 
Learn how you, too, can tie-in and cash-in on the fastest selling 
saw blade in America today! 


PTI, Incorporated 
401 Broadway 
New York 13, New York 


Gentlemen: = very much interested in selling the PTI Safety Saw 
a 


de. Please send me full particulars. 
RE cc csncocaencwecewsnipena ean on ieee aS Ash ae aeeeaeboe on / 
CC Ut)! ee ee et ee ee en err rrr ee f 
DUG Sos csiasdavissnnveresaeenameneersee eee WR i cstinsxe cess o 
Hs snnsicaeanbelale ala dm cident ictal tise liaaaieeameaiae 





UPPER UNITS 





CEILING UNITS 


UNITS FIT ANY SIZE OR SHAPE OF 








a 


KITCHEN 


SINK UNITS 











STORAGE 
UNITS 


Nu-Style Cabinets 


Nu-Style unit kitchen cabinets are 
manufactured of Ponderosa Pine. 
They are perfect for storage in 
other rooms as well. Units fit any 
shape or size room. Parts are com- 
pletely machined ready to assemble 
and all hardware is included. Sim- 
ple, illustrated instructions guide 
step by step in the assembling. The 
design of Nu-Style Cabinets har- 
monizes perfectly with modern 
ranges and refrigerators and the 
graduated sizes enable the home- 
maker to arrange the kitchen ac- 
cording to her individual needs. 
Door and drawer handles are with- 
in easy reach and rounded corners 
and smooth flat surfaces simplify 
cleaning. The cabinets are painted 
at the job which the homemaker 
appreciates so that she can choose 


between colors, or a natural wood 
finish to suit her individual taste. 
Nu-Style Cabinets are made K. D. 
and are carton packaged. Write 
Carr, Adams & Collier Co., Dept. 
AL, Dubuque, Iowa. 


Semi-Gloss Enamel 


“Duco” Semi-Gloss enamel, de- 
signed for woodwork, walls, and 
ceilings, is described as the first 
enamel to combine a_low-sheen 
satiny finish with the durability 
found formerly only in a high 
gloss. Field tests and trial mar- 
keting have substantiated labora- 
tory tests, indicating that the new 
finish has the same range of prac- 
tical qualities found in “Duco” 
enamel. It is even said to rival in 
durability the “Dulux” enamel 
used for refrigerators. The original 
color and fine appearance of this 
new enamel will last for many 
years. The whites retain their 
whiteness. In washability, it is 
said to be unsurpassed in the field 
of semi-gloss enamels. The finish 
is also mar resistant. As excep- 
tional hiding powers are provided, 
most surfaces need only one coat 
for complete coverage. The finish 
is easy to brush on, smooth flow- 
ing, and quick drying. Write Du 
Pont, Dept. AL, 350 Fifth Ave., 
New York 1, N. Y. 






A 


DISAPPEARING 


STAIRWAYS 


THE BESSLER DISAPPEARING STAIRWAY CO. @ AKRON, OHIO 





The Bessler Stairway 


When planning a new home or 
modernizing an old one, the Bessler 
Disappearing Stairway will provide 
a substantial and practical flight of 
stairs for one or two-story resi- 
dences as well as other types of 
buildings. Models are available 
with either pine, oak or birch doors 
with one or two panels, also with 
flush laminated panel in pine, oak 
or birch. Stairway can be left part 
way down from ceiling as a ven- 
tilator—there is no possibility of it 
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“Pd like to work for you 
efor nothing” 


**No, I’m not a beginner looking for a start. I’ve been selling 
your line for years. I know your customers and prospects ... and 
they know me. I know I can do a good, profitable job for you. 


“I’m your Rilco Salesman-engineer. My job is not only to 
sell you Rilco Rafters but to go out with you. . . to counsel with 
. to help them with plans for barns and 
machine sheds and all the other farm buildings they can build 
with Rilco Glue-laminated Rafters. 


your customers. . 


“I not only assist you in selling your prospects but work with 
you on the hundreds of prospects created by Rilco’s powerful 
national and state farm paper advertising. I help you get the 


sale ... and the profit. 


“That’s my job and Id like to be doing it for you. And I can 
if you feature and promote Rilco Rafters. If you’d like more 
dope on ’em just drop a line to my home office. The address 
is down at the bottom of this message.” 


UL : 
WHEN YOU ” ; Lt | 
RILCO:: ; 


Lawnatec PRODUCTS, INC. e 








2521 FIRST NATIONAL BANK BLDG., ST. PAUL 1, MINN. 
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with D-P Mill-Glaze 
Fast! Efficient! Economical! 


D-P Mill-Glaze answers every requirement for fast and 
efficient glazing. Applies smoothly, quickly, easily . . . on 
either primed or unprimed surfaces! “Sets up” quickly but 
remains pliable so the shocks and vibrations of rough yard 
handling will not disturb its tight, adhesive grip. D-P Mill- 
Glaze holds excellently to both wood and glass. Extensive 
laboratory tests have proved over and over that Mill-Glaze 
will not check, or crack . . . even when subjected to all ex- 
tremes of weather for abnormal periods of time! 

Speed your production and delivery of sash and doors 
with fast, efficient D-P Mill-Glaze. Order today! 


Another Outstanding D-P Product: 


D-P PRIMELESS PUTTY . . . an easy-to-work, quick setting putty, made 
especially for excellent service on unprimed surfaces! 


© The D-P trademark is your full assurance of proven 
superior quality . . . achieved through 84 years of 
consistent laboratory research and control. 

* Complete Descriptions and Specifications of D-P Products 


Appear in the 1951 Sweet’s Architectural File, Section 7C. 
; Dp 


THE DICKS “=” PONTIUS COMPANY 
oye are) pel ire) 


Alexandria, Va. Decatur, Ga. 


Buitpinc Propucts MERCHANDISER 


Floor of Northern Hard Maple in Yakima 
Country Club, Yakima, Washington. 
Architect: Thomas F. Hargis, Jr., Yakima. © 























It’s Smart to Sell 


NORTHERN 
HARD MAPLE 


THIS Year 
e 
i's— 
Industrial and 
Defense Plants 
. 
Defense Housing 
Military 
Construction 
® 
Schools and 
Institutions 
® 


Residences 


Year Out! 


Why? Because, whether the mar- 
ket calls for ultra-style or strict 
economy, you're set to meet the 
demand profitably with MFMA 
Northern Hard Maple. 


More and more, as planners of 
budget housing projects grow 
aware of the economy merits of 
MFMA Second and Third Grades 
Cor Second-and-Better, Third-and- 
Better), they're specifying “‘the 
finest floor that grows’... and 
thereby doing a good turn for 
everyone concerned. 


There'll be Jots and Jots of 
Northern Hard Maple Floor laid 
this year. Somebody’s going to 
sell it — quickly, easily, profit- 
ably. Check today with your 
MFMA manufacturer, and get 
set to meet this demand that’s 
growing steadily! 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Suite 584, Pure Oil Building, 35 E. Wacker Drive 


CHICAGO 1, ILLINOIS 





FLOOR WITH ote HARD MAPLE 


BEECH AWD BIRCH 
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coming down unassisted. Treads 
are secured to heavy string pieces 
with open risers. Attractive hand 
rail can be installed on either side 
of stairway. At the top, the stairs 
are attached to the end trimmer of 
an opening in the ceiling of the 
room where the stairs are ‘to be 
located. The panel can be installed 
flush with plaster regardless of 
width of ceiling joists. Stringers, 
treads, hand rail and upper side of 
panel are stained. The under side . - 


is left to be finished to match : nf | 
woodwork. There are several mod- Tiny Automatic Tacker 
A new pocket-size tool has been 


els available. For copy of illus- 
developed by the Heller Company 


trated folder write The Bessler 
Disappearing Stairway Co., Dept. of Cleveland, Ohio, to effect new 
savings of time and money in mak- 



















































































AL, Akron, Ohio. 





































“The eye of the master will do 
more work than both his hands.” 


—Ben Franklin's Almanac, 1757 


Touring thy plant with a critical eye can do more for 
the health of thy business than a trip to Washington. 
—Acme Steel Notebook, 1951 






Your management eye needs to be a dozen 
places at once these days—on supplies, on pro- 
duction, on deliveries and all over your plant 
to keep efficiency high and morale up. 


Your Acme Steel representative is ready 
to help bring you greater thrift in the use of 
Acme Steel’s flat steel strapping and stitching 
wire in your packaging, shipping, and materials 
handling operations. He may be able to suggest 
more efficient ways to use Acme Steel products 
and accessories to improve your use of the 
available supply. 






5 things you can do to 
keep your Acme Steel 
Strapping Tools on the job: 





In spite of an increase in productive ca- 
pacity, U. S. military requirements for some 
products make it impossible for Acme Steel to 
meet all the demands of the 50,000 customers, 
representing nearly every American industry, 
in these rearming times. But Acme Steel tries 
to help in every way we can—we always have 
for more than 70 years. 





1. Clean and oil every week. 


2. Check and clean gripping dogs 
weekly. Replace when teeth are 
worn. 

















3. Detect worn punches and jaws 
early by checking sealed joints 
regularly. If in doubt, submit 
samples, identified by model 
and serial number, to Custom- 
er Service Department, Acme 
Steel Company. 


4. Keep parts list and supply of 
spare parts handy to make 
minor repairs. Additional parts 
lists supplied upon request. 

















Information for ready reference on Acme 
Steel products is available upon request. 


ACME STEEL COMPANY 
Dept. AL-61, 2838 Archer Avenue, Chicago 8, Illinois 





























To contact the nearest of our 46 Service Offices in the 5. Ask us about the Acme Steel 
United States and Canada, check your telephone 
directory, or write us. 








“*3-WAY SERVICE PLAN”’ for 
equipment repairs. 























ACME STEELSTRAP flat steel strapping and ACME UNIT- 
LOAD carload bracing BAND, SEALS and TOOLS @ ACME 
SILVERSTITCHERS and ACME SILVERSTITCH WIRE for box 
stitching @ ACME-MORRISON METAL STITCHERS and 
BOOK STITCHERS @ ACME-CHAMPION BAG STITCHERS 
@ ACME HOT AND COLD ROLLED STRIP STEEL @ ACME 
GALVA-BOND steel slat stock for Venetian blinds @ 
ACME STEEL SPECIALTIES, including hoops, corrugated 
fasteners, nail-on strapping and other container rein- 
forcements @ ACME STEEL ACCESSORIES—snips, cutters, 


punches, too! mounts, reel stands, coil holders, coil trays. 
































Acme Steel Company has en- 
joyed sound, steady growth 
under the American business 
system of open competition. 
Since 1901 we have made 286 
consecutive dividend payments 
to our stockholders. 












































( June 16, 1951, AMERICAN LUMBERMAN & 


ing wire installations. This new 
tacker speedily staples braided, 
rubber-coated, single and double 
strand wire and hollow tube lines, 
Front and rear guides circle the 
wire and permit rapid drawing 
around difficult angles or corners, 
along baseboards, plaster walls, 
window frames, ceilings, door 
jambs and rafters. The tacker uses 
an improved staple, made in sey- 
eral colors, whose driving points 
easily penetrate plaster, composi- 
tion board, hard and soft woods 
(with holding power up to 64 lbs.) 
It drives staple to a desired depth 
without marring or injuring the 
wire. Write The Heller Company, 
Dept. AL, 2149-H Superior Ave., 
Cleveland 14, Ohio. 


The Load King 


A new platform beam scale de- 
signed for fast accurate low-cost 
industrial weighing applications is 
called the Load King. ‘The new 
Yale scale is designed primarily 
for heavy-duty industrial applica- 
tions where “shock-loading” is the 
rule. The lever system in the plat- 
form is all-steel as are other key 
parts. No wood is used through- 
out. Poises on the main bar are 
mounted on roller bearings for 
rapid positioning. Other features 
of the new scale include a 100‘ 
end loading platform that gives 
the same reading regardless of 
the location of the load on the 
platform. The platform, which is 
mounted on outboard bearings also 
absorbs the shock of moving loads 
without damage to the scale. It 
will not tip. Pit requirements for 
the Load King are only 11 inches. 
Write The Yale & Towne Manvu- 
facturing Company, Philadelphia 
Division, Dept. AL, 11000 Roosevelt 
Blvd., Philadelphia 15, Pa. 








Unfinished 
Pre-Finished 
STRIP 
PLANK 


BLOCK 
SINCE 1905 


%* Manufacturers of Fine Oak Floors 


* Available for shipment now, solid or mixed 
cars of Chickasaw Brand Flooring and Hard- 
Member National wood Lumber 


Oak Flooring * Thresholds—Risers—Treads—Nosings— 
Manufacturers Bed Rails 


Association 
* Kiln Dried, Semi-Finished Oak Furniture 
Dimension Stock 


Send us your specifications today. 
We quote promptly. 


MEMPHIS HARDWOOD FLOORING CO. 
1591 THOMAS STREET * MEMPHIS, TENN. 





The Home of ROSBORO 
Six-Star 
Lumber Products 


_ The Finest of Old-Growth Douglas Fir 


. GRADE MARKED—for your and your customers’ protection — 
in accordance with West Coast Lumbermen's Assn. standards. 

. KILN DRIED—100% scientifically kiln dried in modern kilns to 
proper moisture content. ‘ : 

. DOUBLE-END TRIMMED—no trimming and squaring on the job. 
No waste material. 

. END-STAMPED—the Rosboro name on a piece of lumber is your 
guarantee of quality. 

. EASED EDGES—nicer for the ye man and carpenter to handle 
—no splintering or slivering of edges. 

. OLD GROWTH TIMBER—close grain that insures you and your 
customers maximum strength and durability. - - 


> i 
| 


ROSBORO LUMBER COMPANY 


SPRINGFIELD, OREGON 


BuILpING Propucts MERCHANDISER 
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Convert K-D's to 
Unit Windows 


@ REMOVABLE 
@ BALANCED 
@ WEATHERSTRIPPED 
@ DRAFTLESS 


Featuring 
The 
ROGER 


Sash Balancer 


Over 5000 dealers are already selling 
the “Roger Sash Balancer." This is 
the only type of sash balancer which 
can be practically used in single rail 
windows. 


*GUARANTEE: The “Roger Sash Bal- 
ancer" with its rugged rust proof 
construction is UNCONDITIONALLY 
GUARANTEED for the lifetime of the 


home. 


Jobbers, Millwork Manufacturers, 
Dealers 


Write — Wire 


THE ROGER COMPANY 


3718 Chicago Ave. 
Minneapolis 7, Minn. 
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| Walnut St., Kansas City, 8, Mo. 


Wagner Brackets 


Photograph shows Wagner fold- 
ing scaffold brackets and Wagner 
roof brackets in use on the same 
job. Wagner folding scaffold brack- 
ets can be fastened right up close 
to the corners with 3-16 D nails 
and 1-8 D nail—no need for hooks 
or braces. There are 30 brackets 
on this job. On the roof, Wagner 
roof brackets are in several loca- 
tions. They can be used for wood, 
asphalt or composition roofs. They 
are made for 2” x 6” plank, with 
inside lip to prevent plank from 
gouging and with outside lip to 
prevent plank from slipping. Write 
Wagner Mfg. Co., Dept. AL, Cedar 
Falls, Iowa. 


































New Tool Catalog 


The Goldblatt Tool Company has 
announced that its new 1951 Cata- 
log is now available to dealers on 
request. According to company of- 
ficials, the 1951 Goldblatt Catalog 
contains the most complete listing 
of masonry tools in company his- 
tory. Many new tools and related 
items are listed, and company of- 
ficials say the usual high standard 
of quality set by Goldblatt during 
the past 66 years is maintained 
throughout the entire line. The free 
illustrated catalog may be obtained 
by writing directly to the Goldblatt 
Tool Company, Dept. AL, 1924 








Double-Pane Wall Frame 


Window wall type of construc. 
tion is proving so popular with 
house builders that one company, 
Fabrow Manufacturing, Inc., of 
Toledo, has started manufacturing 
standard units in nine sizes that 
can be shipped knocked down for 
assembly at job sites. The frames 
are designed to accommodate 4514 
by 2514-inch double pane insulat- 
ing glass, forming a window wall 
that has proved especially popular 
for use in living rooms. By buying 
the frames complete, builders are 
saved the necessity of construct- 
ing them at the site, saving labor 
and money. According to the manu- 
facturer these sections are com- 
posed of 2” by 6” fir and glass 
alone. Double-glazing is used for 
the following reasons: 1) heat loss 
would be excessive if large glass 
areas were single-glazed; 2) frost- 
ing and condensation would block 
vision during cold weather and 
result in damage to the sash if 
glass areas were not insulated; 3) 
double-glazing reduces drafts that 
are prevalent near large areas of 
ordinary glass. Write Fabrow 
Manufacturing, Inc., Dept. AL, 


7208 Douglas Road, Toledo, Ohio. 





New Plastic Wall Tile 


New in the plastic wall tile field 
is an interlocking, bevel-edged tile 
made of the plastic Styron (Dow 
polystryrene). Here are the manu- 
facturer’s salient points of the new 
product: the interlocking feature 
provides a self-aligning tile; be- 
cause of the handsome appearance 
produced by the bevel edge, no 
grouting or pointing is necessary; 
a special ridge designed on back of 
the tile “locks” the mastic in and 
allows a highly satisfactory instal- 
lation due to better grip; there are 
22 attractive decorator colors from 
which the home owner may choose. 
The manufacturer states that the 
new tile, called “Pittsburgh Inter- 
lock” carries the Good Housekeep- 
ing Seal and is manufactured in 
accordance with established stand- 
ards set up by the Bureau of Stand- 
ards for plastic tile. It is reported 
that the tile will withstand temper- 
atures up to 165° F. Write Jones 
& Brown, Dept. AL, 439 Sixth Ave., 
Pittsburgh, Pa. 
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Nu-Matic Nailer 

A portable pneumatic nailing 
tool is said to be capable of cutting 
nailing costs one-third, and more on 
sub-floors and roof sheathing. The 
Nu-Matic Nailer will nail a mini- 
mum of 5,000 sq. ft. per day 
(1 x 6 on 16 in. centers). Net 
weight of the machine is approxi- 
mately 30 pounds. The machine has 
been used extensively in Southern 
California in the past several years 
and has proved itself on such large 
jobs as the Lakewood Park develop- 
ment, the Union Housing project, 
and the Wherry Housing project at 
Edwards Air Force Base, Muroc, 
Calif. The machine is available to 
builders and contractors on a rental 
plan. Nu-Matic Nailer, Inc., fur- 
nishes the machine, the air com- 
pressor, the hose, all maintenance 
and. repairs, etc., at a flat hourly 
rate based on an 8-hour working 
day. One machine and one operator 
are recommended for every 5,000 
sq. ft. per day desired. Literature 
is available. Write Nu-Matic 
Nailer, Inc., Dept. AL, 2900 
Rowena St., Los Angeles 39, Calif. 


Metal Treat 


W. M. Barr & Company, manu- 
facturers of Klean Strip announces 
production of a complete line of 
removers, preservatives and clean- 
ers under the Klean Strip label. 
The Heavy Bodied Klean Strip has 
all the advantages of regular Klean 
Strip, plus the fact that it is a 
semi-paste, especially useful on 
rounded, vertical and overhead sur- 
faces. It may also be used to ad- 
vantage for exterior work, as it 
holds a wet edge longer than liquid 
removers. It is a “flush-type” re- 
mover. Strip-X is a flammable- 
type remover, designed for work 
done in places where the fire hazard 
1s minimized. It is quick acting 
and wax-free, requiring no “after- 
wash” or neutralizing. Metal Treat 
Concentrate is an economical three- 
way metal treatment. Diluted, it 


BuIrtpING Propucts MERCHANDISER 


assures better paint adhesion and 
prevents rusting of unpainted 
metals. Used full. strength, Metal 
Treat Concentrate quickly removes 
even heavy deposits of rust and 
corrosion. Coppo, copper-naphthe- 
nate preservative, is based on a 
Government Specification Formula 
for inhibiting and preventing rot, 
mildew and termites. Painted or 
sprayed on new construction, re- 
pairs, or replacements, it can be 
painted over, without bleeding 
through. Developed originally to 
preserve wood, it can also be used 
to prevent deterioration of rope, 
awnings, canvas, or other fibrous 
materials. For literature write 
W. M. Barr and Company, Dept. 
AL, P. O. Box 3518, Memphis 6, 


Delta 13" Weed Planer 


A 18”  single-surface wood 
planer, No. 22-100, is described as 
Delta’s answer to today’s need for 
a precision planer at lowest cost 
and with a capacity to handle stock 
up to 18” x 5”. This new Delta 
machine is said to be ideal for al- 
most any-size woodworking plant 
and department. It handles stock 
as short as 6” unbutted, as wide 
as 13”, as thick as 5”, and thin 
as 1/16”. The three-knife cutter- 
head takes 210 cuts per second, 
thus gives a smooth cut that re- 
duces the amount, of subsequent 
sanding necessary. All gears, pul- 
leys, and belts are totally enclosed. 
The motor is out of the way with- 
in the base. Features claimed to 
be exclusive with the Delta-Mil- 
waukee 13” Wood Planer include: 
A fingertip clutch control that en- 
ables the operator to stop and start 
the feed instantly, without shut- 
ting off the motor. A depth scale 
that can be read from any position. 
Individual blade adjustment with a 
simplified measuring device. Solid, 
stress-proof, steel cutterhead that 
can be removed without taking the 
machine apart. Write Delta Power 
Tool Division, Rockwell Manufac- 
turing Company, Dept. AL, 635A 
E. Vienna Ave., Milwaukee 1, Wis. 





“For froblems 
like this 


ee. says a typical 
glass block dealer 


“When our customers ask us what to 
do about old-fashioned basement sash 
that need replacing or windows that con- 
tinually seem to be broken, we always 
recommend a panel of Insulux Glass 
Block®. 


“It’s easy to see why. Glass block 
makes a sound, weathertight, insulating 
panel that’s extremely hard to break. 
We know it can’t rust nor rot and never 
needs painting. And, glass block lets in 
all the light yet blocks out sight.” 


Figure it out for yourself: Compare the 
cost of sash, screen, plus storm window 
for cold climate and maintenance against 
that of a lifetime panel of maintenance- 
free Insulux Glass Block. 


Supplies of glass block and all of the 
accessories needed are non-critical and 
immediately available in quantity. Instal- 
lation is simple and quick . . . requires 
only ordinary mason’s tools. 


Want more information about Insu- 
lux Glass Block? Just write: Daylight 
Engineering Laboratory, Dept. AL-6, 
Box 1035, Toledo 1, Ohio. Insulux 
Division, American Structural Prod- 
ucts Company, Subsidiary of Owens- 
Illinois Glass Company. 


INSULUX 


"WALLS OF 
DAYLIGHT" 


—by the leaders of 
Daylight Engineering 




















90% RED HEART 100% OIL CONTENT 
NATIONALLY ADVERTISED 


Brown's SUPERCEDAR is nation- 
ally advertised in House and 
Garden, House Beautiful 
and Small Homes Guide. 
Cedar closets help sell 
homes—help rent 
apartments. 














’ ALL WIDTHS 
40’ TO PKG. 










PACKAGED 
SEALED 

















Brown's sealed pack- 
age protects the aroma 
and makes it easy to stock 

and sell at a good profit. 
Ready for use—dressed, tongue 
and grooved and end matched. 
Write for builders folder and 
consumer booklet. 


Product of 


GEO. C. BROWN & CO., Inc. 
GREENSBORO, N. C. Established 1896 


Largest Manufacturers of 
Aromatic Red Cedar in the world 
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Sell More 











when you sell 


EZ-WAY 


FOLDING STAIRWAYS 



























Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 

rfect answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation. 














WRITE FOR NAME OF NEAREST DISTRIBUTOR! 


EZ-WAY SALES, Inc. 








ARK, MINNES¢ 














NAMES IN THE NEWS 


THE NEW WHOLESALE, branch building material warehouse of North-Rob- 
bins Plywood, Inc., Salinas, Calif. features plastic faced plywood on the exterior. 








North-Robbins Plywood Opens Warehouse in Salinas, Calif. 


This company with distribution 
plants in Seattle and Spokane, Wash. 
and now in Salinas, Calif. is so sold 
on the benefits of using multi-service 
plywood that the outside walls of the 
11,000 square feet warehouse is cov- 
ered with this plastic faced product. 
Plywood overlaid with smooth, tough, 
durable plastic surfaces is said to save 
the cost of painting, shows the na- 
tural grain and color of the wood, has 
moisture impermeability and is easy 
to clean. 

Economical and speedy handling of 
building products is a feature of this 
firm’s warehouses. The large loading 
and unloading dock at Salinas will ac- 
commodate two 50-foot cars and four 
or five trucks at one time. The firm 
carries a supply of plywood, doors, 
both fir and hardwood as well as 


stocks of insulation, wall board, oak 
flooring, masonite products and nails. 

Many lumber dealers visit the firm’s 
warehouses to note quick and inexpen- 
sive ways of handling building mate- 
rials. Pallets are used and items so 
loaded from the cars are not removed 
until delivery to the retail dealer’s 
stock. The lift trucks used are small 
enough to go into a car, but will also 
handle a two ton load. Items such as 
doors and hardwood flooring can be 
piled to a height of 16 feet. 

A. H. (Art) Neher, a graduate 
architect, with long experience in 
wholesaling building materials 
throughout the western states is the 
manager of the Salinas operation. 
Write North-Robbins Plywood Inc., 
410 Terry Ave., North, Seattle 9, 
Wash. 





Institutional Ads for Simpson 


Logging in Time Magazine 

Simpson Logging Company is this 
year running a series of institutional 
advertisements in Time Magazine. 
The series concerns the people, the 
policies, the physical aspects, the 
products and the plans of this 56- 
year-old company whose products are 
distributed nationwide and whose op- 
erations center in the great Pacific 
Northwest and in Northern Cali- 
fornia. 

The advertisements are the story 
type of message and are written by 
Stewart H. Holbrook, Portland, Ore. 

In speaking of this advertising 
series, C. E. “Chuck” Devlin, general 
sales manager of Simpson Logging 
Company, made this comment, “We 
feel fortunate that a writer as popular 
as Stewart Holbrook has consented to 
write these stories about our com- 
pany. On the occasion of our 50th 
birthday, he wrote a penetrating book 
of the early days of Simpson and of 
Pacific Northwest logging. This book 
has already gone through its second 
printing. The purpose of this series 
in Time magazine is to present the 
Simpson Logging Company as a 
stable, permanent enterprise . .. one 
which contributes to the strength and 
stability of an important lumber pro- 
ducing area and the manufacturer of 
a quality line of products. 





The Simpson Logging Company op- 
erates two sawmills, two plywood 
plants, a wood fiber plant, a door 
factory and a research center in 
Shelton and McCleary, Wash., a per- 
manent logging camp on Washington 
State’s Olympic Peninsula, and con- 
ducts logging, milling and drying ac- 
tivities in the redwood area of North- 
ern California. General sales offices 
are in Seattle, Wash. and regional 
sales offices are maintained in San 
Francisco, Los Angeles, New York, 
Fargo, Chicago, St. Louis and Shreve- 
port. 


World Record Carload 


The Stiles, Inc., Grand Rapids, 
Mich., lumber firm, believes it, re- 
ceived a record-breaking amount of 
Douglas fir in one carload. John R. 
Stiles, advertising manager, and Ear! 
Parmelee, the firm’s service manager 
stated that a three-pile load of 67,- 
540 board feet of 2x6’s were received 
on a single 50-foot flat car. The aver- 
age load of lumber being 30,00) 
board feet, Stiles says it is a world 
record. The load, which started from 
Dillard, Ore., weighed 151,000 pounds, . 
just 1,400 pounds under the legal load 
limit of 152,400 pounds. 

“It took a two-man crew four days 
— the wood,” according to 

iles. 
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SPECIAL 
RDER... 


Pictured here, skilled Madera Company 
craftsmen tie finished Ponderosa Pine 
moulding in bundles in preparation for 
easier loading, unloading and handling 
on the job. At our El Paso plant we 
manufacture the finest finished lumber, 
mouldings and other standard patterns 
to fill your exacting needs. 





This assures you a product 


which will fully meet your 
customers’ requirements and 
bring them back to you for 

1 


repeat orders. —~ 
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THE MADERA 
Write for f 16 ic- a 
~apsanranerion COMPANY 


lights of Madera’s opera- 
tions in the manufacture of 
a oa 500 East 10th St. El Paso, Texas 














“much easier to complete 
the sale...” 


“in comparison to other 
rental equipment, tile 
cutters need the least 
maintenance ... ” 


“increased sales volume... “ 


“both of these cutters paid 
for themselves... “ 


evet 
ppaered how Me 


mR AN me: cL} mS RE BURRS ES ame 


* si és he . A Please send me FREE BUL- 
Mi J p - 0 p) J AR b 0 cx VERRIER PAINT / LETIN L on the JMJ Tile 
2 a@es a V4 Cutter Rental Plan and name 
MAKERS OF THE FAMOUS PT-91 PLASTIC TILE CUTTER 


of nearest distributor. 
same 4 
ENGINEERS. MANUFACTURERS 


yy ADDRESS 
B ERE PIE, PUL IN OIS 


NAME 








CITY _—_ZONE_____ STATE 
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The Key to Peace 


The Saturday Evening Post gave 
considerable space on its editorial 
page, April 14 issue, to Clarence 
Manion’s important book, “The Key 
to Peace.” Written by the dean of 
the College of Law, Notre Dame Uni- 
versity, the book offers an inspiring 
formula for the perpetuation of real 
Americanism. One reason why our 
American System is so little under- 
stood, according to Dean Manion, is 
that we haven’t taken the trouble to 
understand it ourselves. 

Here are some of the book’s excel- 
lent points as emphasized by Re- 
viewer George B. de Hussar, Partners 
magazine—April issue. . . The book 
demonstrates with great force and 
vividness that in the American philos- 
ophy “groups, classes, races and na- 


tions of men are merely accidental; 
only the individual is fundamental 
and substantial.” (p. 83) The Ameri- 
can revolution cured class conscious- 
ness and group antagonism and was 
dedicated to the individual person 
possessing inalienable rights. Today, 
when many think in terms of groups, 
classes and nations, it would be well 
to recall this fundamental principle 
of American philosophy. If in thought 
and action we were to follow this 
principle and direct ourselves more 
particularly to the individual, class 
consciousness and group antagonism 
would largely diminish in our midst. 

“The Key to Peace” shows the basic 
differences between the American 
form of government on the one hand, 
and Communism, Socialism, and the 
Welfare State, on the other. The for- 
mer is limited government, while the 





Where else can you ° 









just naturally grav- 
itate to merit. Our 
catalog will visual- 16 
ize to you the 
many sales merits 
of I-XL Deluxe 
Kitchen 
Write for it today. 





THE 1-XL 


Dept. 61-A 


Look How Much More You Get 





With I-XL Deluxe Kitchen Cabinets 


btain Kitchen Cabinets 
features as I-XL Deluxe Cabinets offer you. Truly, 
are “Styled for Sales—Priced for Profits. 4 
dealer and customer satisfaction behind them. 


CHECK THEM OVER 1 to 20 


Get This Catalog! 33. 


You know that 14. 
sales and profits 15. 


Cabinets. 17. 





i ny powerful sales-making 
py LxL akeo Kitchen Cabinets 
A proven line with nearly 100 years of 


All Cabinets sealed against moisture. 
Kiln dried Hardwood. 

Properly nailed, screwed and glue 
blocked. 

Flush plywood ends on Base Cabi- 
nets. 

Flush solid lumber ends on Wall 
Cabinets. 

Center drawer bearers for easy 
opening. 

Factory finished, trimmed, ready to 
install. 

Baked on White Enamel finish. 
Natural Finish Birch doors & drawer 
fronts. 

130 Patterns to choose from. 

12” to 84” widths with intermediate 
sizes. 

Packaged Units or Complete 
Kitchens. 

Custom Built Sink and Counter Tops. 
Scientifically packaged for shipment. 
Planning folder for dealer conven- 
ience. 

Bulletin service to dealers on I-XL 
line. 

Newspaper mats — folders — stuffers 
supplied. 

High Quality—Good Service—Fairly 
Priced. 

Backed by 97 years’ woodworking 
experience. 





Styled for Sales — Priced for Profits. 


FURNITURE CO., INC. 


Goshen, Indiana 
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latter systems, in spite of superficial 
differences, are but expressions of 
tyranny. 

For information concerning “The 
Key to Peace,” write The Heritage 
Foundation, Inc., 75 E. Wacker Drive, 
Chicago 1, IIl. 


Operations Resumed at 
Thompson Falls Lumber 


The Thompson Falls (Mont.) Lum- 
ber Co. is resuming operations after 
having been shut down since last De- 
cember for an expansion and moderni- 
zation program. The firm has con- 
structed a new sawmill, boiler house, 
and two double-track Moore dry kilns, 
according to J. M. Brown, Jr., Sand- 
point, Idaho, president. 

The new Thompson Falls plant now 
is one of the most modefn in western 
Montana and has the further distinc- 
tion of being the only mill in the 
Pacific Northwest, aside from some 
on tidewater, rigged to mill, kiln-dry 
and plane timbers and lumber up to 
36 feet in length. A 7-ft. bandmill 
and a 14-inch shotgun, largest piece 
of equipment of its kind manufac- 
tured, are included in new equipment. 
The carriage is equipped with a de- 
tachable trailer. 

The new mill was built by John 
Uhlenkott of Keuterville, Idaho, who 
has built mills in California, Washing- 
ton, Oregon and Idaho. 


One Millionth Tool 
of One Model 


The one millionth %-inch Home- 
Utility Electric Drill recently came 
off the production line at The Black 
& Decker Mfz. Co., Towson, Md. This 
production record of one million tools 
of one model has been achieved in the 
short space of five years; an un- 
equalled record, even for Black & 
Decker, world’s largest manufacturer 
of portable electric tools. 

The %-inch Home-Utility Drill was 
first introduced in the spring of 1946 
and is designed for use in the home, 
farm or small shop. It is a small 
drill, weighing only 3% lbs., used for 
drilling, sanding, wire brushing, light 
grinding, polishing, honing, etc. 

Black & Decker has broad2ned its 
Home-Utility line since the introduc- 
tion of the %-inch Drill in 1946 to 
include a %-inch drill, sander-polisher, 
bench grinder and two saws plus over 
100 accessories. The company also 
manufactures a complete line of port- 
able electric tools for use in the manu- 
facturing, construction and transpor- 
tation industries. 


Officers of Black & Decker 


Alonzo G. Decker a co-founder of 
The Black & Decker Mfg. Co., Tow- 
son, Md., was recently elected pres- 
ident to succeed S. Duncan Black who 
died April 15. 

At the same board of directors 
meeting that elected Mr. Decker, it 
was announced that Robert D. Black 
had been advanced to vice-president 
from vice president in charge of sales, 
and that Glen H. Treslar, vice-pres- 
ident & sales manager, had been 
elected to take over Mr. Black’s for- 
mer position. Alonzo G. Decker, Jr., 
is vice-president in charge of manu- 
facturing. 
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SHOW THEM 
to 
SELL THEM 


DISPLAY YOUR DOORS in 

revolving rack like this ae 
We furnish plans — you 

build rack. Write for 

“Revolving Display Plans." 

YOU CAN GET your exact 

DOOR size every time at 

AETNA PLYWOOD—your 

dependable door supplier. 

Aetna's inventory includes Build this revolving door rack 
over 70 different sizes of from free AETNA plans. 

Flush House Doors and 60 

different sizes of Birch Cupboard Doors! 


@ BIRCH — Interior or Exterior 134"", 134'' Ask about our light Balsa 
solid door! 
@®RED OAK — (8 sizes) Hollow Core, Interior 13" 


@ PHILIPPINE MAHOGANY (Ribbon Striped Lauan) Hollow and 
Solid Core 13%" and 1%" 


@ FIR Paneled Doors — Interior and Exterior Grade A and B — 
panel and lights — 26 sizes 


® CUPBOARD DOORS — Birch: Flush type; %'', G2S, over 50 sizes; 
lumber banded edge 4 sides 


















































Special size doors made to order by Aetna. Send your specifications. 


SEND FOR LITERATURE AND PRICES ON AETNAPLY DOORS 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 
Telephone: ARmitage 6-7100 
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Majestic 
UNDERGROUND 
GARBAGE RECEIVER 


Takes the eye of every 
home owner—because it 
ends forever the unhandy, 
germ-breeding, above- 
ground garbage can! This 
unit installs near the 
kitchen door where it’s 
handy! Foot-operated lid 
prevents foul-odors, keeps 
out pesky insects and 
pets. Top and outer shell 
guaranteed 10 years. 
User recommended for 
33 years. A real money- 
saver—inside garbage 
can lasts 3 to 4 times 
longer than ordinary 
garbage can. Ideal 
for storage of cans, 
bottles, etc. Many 
sizes. Write today. 


The Majestic Co.,102-D Erie St., Huntington, Ind. 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 


Va ditto mie) a @)'4-) ae 1 Ome A-leh a> 


BuILDING Propucts MERCHANDISER 


FOR SALE 


July Shipment 


BANDSAWN 


HONDURAS 
MAHOGANY 


100,C00° 4/4 No. 1 Common 
100,000' 8/4 Selects & Better 


8201 Fig Street 
New Orleans, Louisiana 
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DIXIE LUMBER CO., INC. 
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1927 «= BRAND .-- 195! 
OAK FLOORING 


Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING, CO. 
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Dicks-Pontius Plant in Georgia 


J. N. Dicks, president of Dicks- 
Pontius Company reports this new 
plant will be completed by October 1. 
Operations will start immediately un- 
der the direction of George Halsey, 
plant manager. 

The new plant is being built, Mr. 
Dicks said, to replace quarters that 
have been rented in Decatur for a 
year and a half. The new plant will 
enable the firm to serve the southern 
area better, he said, and it is close 
to sources of raw materials, particu- 
larly the pigments that are used in 
putties and glazing compounds. 

The new building contains 18,000 











































































































NEW $150,000 PLANT being built in Decatur, Ga., by the Dicks-Pontius Com- 
pany, manufacturers of putties and glazing compounds whose main offices are 
in Dayton, Ohio. 


square feet and is constructed of steel 
and concrete block, with brick facing. 
Lorenz and Williams, of Dayton, Ohio. 
were the architects. 


Mudri Lumber Company 


John Mudri, Utica, Mich., started 
business for himself late in October, 
the Mudri Lumber Company, on 
Mound Road. Along with lumber, the 
firm carries paints, roofing, siding 
and nails, and does cabinet work. 
Mudri was formerly with Ford Lum- 
ber and McGinnis Lumber companies 
in Utica for many years. 


Dual Use of Lumite 
in Fletcher Motels 


Lumite Digan saran has been used 
both as screening and as _an up- 
holstery y Bsc in the new Fletcher 
Motels just opened at Alpena, Mich., 
located on U. S. Highway No. 23, the 
main road to the Straits of Mackin: 1c, 

Designed by Alexander H. Girard, 
this luxurious motel consists of 32 
one-story cabins. Lumite screening 
has been used in all of the 210 win- 
dows which are Peterson aluminum 
horizontal sliding -windows, made by 
the Peterson Window Corporation of 
Detroit, Mich. 

“We selected Lumite screening be- 
cause of its durability and resistance 
to rust,” said Ralph Fletcher, owner 
and proprietor, “and because it will 
not stain the walls after weathering.” 

The interior decoration of the mo- 
tels is ultra-modern. The furniture 
was designed and made by one of the 
leading modern designers, Hans Knoll 
of Knoll Associates, New York. One 
hundred and thirty-two pieces, includ- 
ing 66 beds, 33 chairs, and 33 lug- 
gage racks are upholstered in a 
specially Lumite woven saran fabric. 

The backs and arms of the deep, 
studio couch beds are a dark green 
and white striped Lumite fabric, while 
soft, solid shades are used for the 
blond birchwood chairs, which are es- 
pecially designed with an eye to body 
contours and correct proportions. The 
luggage racks are made of Lumite 
strips, woven together in a checker- 
board design. 
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. from BETTER MILLS 
MANUFACTURERS ¢ WHOLESALERS 
PONDEROSA PINE 









DOUGLAS FIR 






OREGON 
NORTH CAROLINA 














30 CHURCH ST., NEW YORK 8, N. Y. 
Phone WOrth 4-6363 











YELLOW PINE 
BAND MILLS KILNS PLANING MILLS 





SPRUCE 


VIRGINIA 




































Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 
ern Hardwood stock in our own 
modern flooring plant. 





OAK 
* 


BEECH 
* 








Also kiln dried | 
hardwoods. Mod- 
ern kiln = and | 
planing mill facili- 

ties. 
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Mobile River Saw Mill Co., inc. 


MT. VERNON, ALABAMA 
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KK Clements Lumber Co. 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 + PHONE 5-3317+ TELETYPE EG 049 





PROFITABLE FOR YOU 


and your customers, too! 





SISALKRAFT . . . profitable to SELL, profitable to USE . SF” PROTECTIVE PAPERS 

saves money, time and labor in its many protective uses in con- 

struction and on the farm. Preferred by contractors and farm- 

ers for its strength and dependable protection against weather. FOR MANY CONSTRUCTION and FARM USES 


SISALATION .. . effective insulation and vapor-barrier com- 
bined . . .*low in cost, economical to apply ...a “best seller” 
all year ’round. 


a S AL L _ a, For free display posters, folders and sales aids, write Dept. AL-6. 
<I WATERPROOF 





SISAL-REINFORCED THE SISALKRAFT CO., 205 W. Wacker Dr., Chicago 6, Ill 


REFLECTIVE INSULATION New York 17, N. Y. San Francisco 5, Calif. 
MANUFACTURERS OF SISALKRAFT, iene COPPER ARMORED SISALKRAFT 


PONDEROSA PINE 


mass ~ High Altitude, Soft Textured Growth 
. : 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 














HERE'S THE ANSWER — ONE MACHINE — 
A WILSON for All these operations 


@ Cross Cutting @ Rabbeting @ Shaping 

@ Compound Mitering @ Ploughing @ Fluting 

@ Ripping @ Dadoing And Many More 
2, 3, 5 and 72 HP 


Models Available 
Manufactured by 
MEDIA MACHINE WORKS, 
IN 


Cc. HIGH SPEED HInt® 
MEDIA, PENNSYLVANIA, U.S.A. CUTTING MA C 


Established 1922 
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YOU BRUSH IT ON 
LIKE PAINT! 


CEDAR-LUX 


» is not an imitation. It is ac- 
tually pulverized, aromatic 
cedar wood. It contains all 
the oils and has the delight- 
ful fragrance of real cedar 
lumber and retains fragrance 
and protective properties in- 
definitely. CEDAR-LUX is 
packaged in 5 and 10 Ib. 
cans and 50 Ib. drums. The 
user. simply adds water to 
, desired consistency and ap- 
plies to inside of closets with 
paint brush, spray or trowel. Can be ap- 
plied over wallpaper, paint, wall boards, 
plaster or any smooth surface. A 5 Ib. 
can will CEDAR-LUX the ordinary small 
closet and a 10 Ib. can will surface a 
large closet 


% EVERY HOME A PROSPECT 
% NATIONALLY ADVERTISED 
% FREE DEALER HELPS 
& BIG: PROFIT MARGIN 
Retail Prices: 5 Ib. can $6.95 
10 Ib. can $12.95 
WRITE FOR LITERATURE G DISCOUNTS 


CEDAR-LUX prooucts co. 


DEPT. AL-8, 703 Main St., Kansas City, Mo. 








PEN-GLAZE 
Elastic Glazing 


ECONOMICAL TO USE 
EASY TO APPLY 
LONG LASTING 




















Pen-Glaze goes on easy and 
sticks tight...speeds sash work 
and saves on compound. 


Ree A Trial Sample! Ask for it on 


your company letterhead! 


W. S. McGUFFIE & Co. 


3400 THEURER CT., CLEVELAND 9, OHIO 
1109 WAGNER ST., HOUSTON, TEXAS 












Louisville Cement Publication 
Awarded Certificate of Merit 


A Louisville Ce- 
ment Company 
publication, 
“Type of Work- 
mapghip Recom- 
mended to Secure 
Dry Brick Walls,” 
was awarded the 
Certificate of 
Merit in the 1951 
Building Prod- 
ucts Literature 
Competition spon- 
sored jointly by the American Insti- 
tute of Architects and the Producers’ 
Council, Ine. 

The award was presented to John 
H. Mallon, vice-president of the Louis- 





John H. Mallon 


ville Cement Company and author of “ 


the book, at the American Institute of 
Architects’ annual meeting at the 
Edgewater Beach Hotel, Chicago on 
May 8. The Report of the Jury of 
Awards described the publication in 
this way: “Material included useful 
on the job and in the office. The 
graphic approach used is excellent— 
in a problem where the graphic ap- 
proach is particularly suitable. As 
good as a motion picture.” 

“Type of Workmanship Recom- 
mended to Secure Dry Brick Walls” is 
now being used as a textbook in 68 
colleges and schools. A free copy may 
be had by writing the Louisville Ce- 
ment Company, Louisville, Ky. 


ASRS: 





espite a backlog of orders 
orn esi oiieds waite 
ANDERSEN 18 
INCREASING 


is ats jobbet 
unger 


| why? 


PAGE from a new sales portfolio an- 
nouncing expanded advertising and 
merchandising plans for Andersen’s 
wood window units. 


Windowall Advertising 
Increased for 1951 


Andersen Corporation, Bayport, 
Minn. has increased its advertising 
and merchandising effort for 1951. 
Distributors are getting a complete 





- explanation of Andersen’s advertising 


in a formal presentation, James D. 
Rowland, Andersen Sales vice-presi- 
dent, reported. The presentation de- 
scribes increases in Windowalls trade 
and consumer advertising, and also 
traces Andersen Corporation’s history 
of consistent advertising through pe- 
riods of product shortage, which in- 
clude both World War II and the 
years since. 

“Windowall advertising in archi- 
tectural, builder and lumber dealer 
magazines is a pretty good example 
of the way Andersen Corporation 
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thinks of sabi sn said Mr. Row- 
land. “Andersen trade advertising has 
received a good deal of attention 
lately in the advertising and trade 
press on the basis of readership fig- 
ures. An Andersen ad scored the high- 
est of all ads measured in the first 
four trade magazine readership stud- 
ies of the Advertising Research Foun. 
dation.” 

“High readership is important,” he 
continued, “but we consider it fully as 
important to the jobbers and dealers 
who sell Windowalls that these highly 
pictorial ads\have run continuously in 
heavy trade schedules since 1942. All 
trade advertisements have been full 
pages or 2-page spreads. 

In 1951 Andersen Corporation plans 
to increase its trade advertising by 
six bleed pages in architectural maga- 
zines and seven bleed pages in lum- 
ber dealer magazines. According to 
Mr. Rowland, this is a logical exten- 
sion of Andersen’s policy of adver- 
tising despite continued product un- 
certainties. 

Andersen Corporation. has _an- 
nounced an even more dramatic in- 
crease in its consumer advertising 
schedules. Expenditures in Shelter 
Group magazines in 1951 have been 
increased by approximately 60%. 

Andersen sales and distribution in 
1951 will also be supported by the 
biggest merchandising effort in the 
company’s 47-year history. 

More than 15,000 Windowall dealers 
have recently received a Selling Kit, 
which makes available more than 24 
sales helps for the four Andersen win- 
dow units. These range all the way 
from window models and_ technical 
literature to a complete newspaper 
advertising mat service. 





U. S. G. Exhibit 


UNITED STATES GYPSUM _  con- 
pany exhibit at the 83rd Annual 
A.I.A. Convention demonstrated build- 
ing products, methods and systems 
that are said to have a favorable im- 
pact on nearly every phase of light 
and heavy construction. Included i» 
the exhibit were outstanding ex- 
amples of development progress ir 
lightweight aggregates, laminated ma- 
terials, acoustical control, wall cover- 
ings, moisture control, and heat insu- 
lation. 











GABRIEL! 








name that has 
Basement Windows 


ileway 


ALL COPPER 
LANTERNS 


Simplify your inventory, 
and ordering with a com- 
plete line of all Copper 
Lanterns and Aluminum 
Lamp Posts from one 


source. — i 
< e Newport es 
oe Height ye ALP-2 
Square 13" 
Ship. Wot. 14 Ibs. 
-2 The Mayfair 
verall Height 20° 
Square 1044" 
Ship. Wg?. 10 Ibs. 


-3 The Hampshire 
verall Height 17* 
Square 9* 


Permanent 


Rust Proof 


stood for quality 
and leadership in 
the Home Build- 
ing Specialties 


* 


Coal Chutes 


* 


Dome Dampers 


Ship. Wot. 8 Ibs. 


Furnished Use with 

with any make 
adapters lantern 
3° 3". 


field for years. — 
Better Products — 


Greater 


Ask for Catalog. 


Ash Pit Doors 


Package Receivers 
Profits, * 


Joist Hangers, etc. 














National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 


oom R ae SS et COMPAN Y 
/3700 Sherwood, Defrost /2. Mich. 


POSTS 
ALP-J, (Adjustable), 814 ~ 
feet, Base Dia. 5", Top 
Dia. 4", Ship. Wot. 17 Ibs. 
P-2, (Adjustable), 814% 
eet, Base Dia. 4", Top 
Dia. 3", Ship. Wot. 11 Ibs. 
a 8Y, feet, Base Dia. 
3", Top Dia. 3", Ship. 
Wot. 9 Ibs. 


Send for a catalog and price list 


SuainsMrtige 


NEW BRITAIN, Ty 











The Peak 
of VENTILATOR SATISFACTION 


The Donley Tri-Vent Louver Ventilator offers maximum venti- 
lating efficiency, drawing stale air from the top of the attic 
roof angle. It improves the appearance of the gable end. . 
Made in four ratios of slope—5-12, 6-12, 8-12 and 10-12, 
representing inches of height per lateral foot. . . Wide 
flange, that permits tolerance of one inch plus or minus, 
takes care of intermediate slopes. . . Has the substantial, 
Donley construction and is easy to install. . . Architects and 
discriminating developers demand them. Make sure your 
Donley Catalog is the latest. 


THE DONLEY BROTHERS CO. 


THE ECONOMICAL 
ANSWER TO.BUILDERS’ 
WINDOW PROBLEMS 


Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus labor costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 
frames in your own shop. 


THE ONLY BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 


or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 


| MANUFACTURING. CORPORATION 


PULLMAN 


13928 MILES AVENUE CLEVELAND 5, OHIO 


ROCHESTER 21, Mi Y., Ue 8. A 


* es 
Sake 

















BuitpiInc Propucts MERCHANDISER 

















Answers to 
"What's YOUR Answer?" 


STOP! Before reading these an- 
swers, look at the questions on page 
22. Test your own product and busi- 
ness knowledge. 


1—Sloane-Blabon Corp., page 17. 

2—The Key to Peace reviewed on 
page 84. 

3—NuTone, Inc., pages 4 and 5. 

4—Fiberstrap. See page 74. 

5—An overhead stairway featured 
by Ez-Way Sales, Inc., page 82. 

6—Rock Island Lumber Company 
on pages 46-8. 

7—An electric planning service by 
Westinghouse Electric, Inc., page 25. 

8—Salt Lake City. See page 52. 

9—E. L. Bruce Co., page 27. 

10—Flooring. Story is on page 58. 





COMPANIES ANNOUNCE 


E. J. O’Leary, formerly general 
sales manager of The Ruberoid Co., 
New York, manufacturers of asphalt 
and asbestos building products, has 
been elected vice-president of the com- 
pany in charge of sales, it was an- 
nounced by Herbert Abraham, presi- 
dent. 


Max Banzhaf has been named as- 
sistant director of advertising and 
promotion of the Armstrong Cork 
Company, according to Cameron 
Hawley. Mr. Banzhaf, a member of 





the Armstrong organization since 
1938, has been manager of the Build- 
ing Materials Section of the depart- 
ment since 1944. William F. Early, 
who has been assistant manager of 
the Building Materials Section since 
1948, succeeds Mr. Banzhaf as man- 
ager of the Section. Mr. Early has 
been a member of the Armstrong or- 
ganization since 1941. Mr. Hawley 
also announced the appointment of 
John W. Wicks as Display Manager. 


Joseph N. Bell has been appointed 
manager of the Public Relations Bu- 
reau of the Portland Cement Asso- 
ciation, according to an announcement 
by C. D. Franks, the Association’s 
vice-president for promotion. Mr. 
Bell joined the Association staff in 
1948, as a writer in the Public Rela- 
tions Bureau, and has been acting 
manager of the Bureau since July, 
1950. 


C. J. Harris Lumber Company re- 
cently announced the opening of its 
new yard at New Haven, Mo. Some 
original features of this yard render 
it of special interest to the building 
trades. 


Robert Miller has joined the Bar- 
clay Manufacturing Company, Inc., 
New York, in an executive capacity, 
and will serve as Director of Sales, it 
was announced by Harry Feder, presi- 
dent. The Barclay Manufacturing 


Company is one of the country’s larg- 
est manufacturers of colored plastic 
coated panels for walls, ceilings and 
many industrial uses. Mr. Miller, a 
graduate of the Colorado School of 
Mines was at one time in the build- 


ing construction business. He joined 
the Masonite Corporation of Chicago 
in 1927 and eventually became man- 
ager of the Industrial Division. 


Elmer R. Graebner, Chicago divi- 
sion manager for Masonite Corpora- 
tion since 1947, has been appointed 
industrial sales manager to succeed 
Robert T. Miller, who resigned to join 
Barclay Manufacturing, Ine. Donald 
J. Moore, formerly northwestern divi- 
sion manager, replaces Mr. Graebner, 
and William J. Hoy succeeds Mr. 
Moore. Associated with Masonite since 
his graduation from the University of 
Wisconsin in 1930, Mr. Graebner suc- 
cessively was in the corporation’s re- 
search division, territory salesman, 
assistant to the general manager of 
the cellufoam division in Chicago and 
Chicago division manager. 


Jack Barlass, general promotion 
manager of Meredith Publishing Com- 
pany, publishers of “Better Homes & 
Gardens” and “Successful Farming” 
magazines, has been named executive 
vice-president and general sales man- 
ager of The Princeton Film Center, 
Inc., according to an announcement 
by Gordon Knox, president of The 
Film Center. The Princeton Film 
Center, Inc., producers of television 
and special purpose films, has its 
main studios and film distribution 
headquarters in Princeton, N. J 


A. Charles Amann has been ap- 
pointed general sales manager of the 
Stamford Division of The Yale & 
Towne Manufacturing Company, suc- 
ceeding Meade Johnson, it was an- 
nounced by Milo F. McCammon, gen- 








wooden sleepers required by ft 
1951-52. 


Tender documents including instructions to tenderers, tender form, schedules 
of requirements, specifications, standard conditions of contract and special 
conditions of contract can be obtained from the office of the Director General, 
Railways, Railway Division, Ministry of Communications, Karachi; General 
Managers, North Western Railway, Lahore and Eastern Bengal Railway, 
Chittagong; High Commissioner for Pakistan in U.K., 
Pakistan in U.S.A., 2315 Massachusetts Ave. N.W., Washington, D. C.; and 
High Commissioner for Pakistan in India, New Delhi on payment of Rs. 


50/—each ($1.50 


Tenders in sealed covers superscribed ‘’Tendere for Wooden Sleepers” 
should be submitted direct to the Director General, 
Communications, Railway Division, Government of Pakistan, Karachi so as 


to reach him before 11 hours on 17 July, 1951. 


Tenders will be opened in the office of the Director Mechanical Engineering 
and Stores, Railway Division at 11.00 hours on 18 July, 1951 in the presence 


of any tenderers who may care to be present. 


The Director General, Railways reserves to himself the right to reject the 
lowest or any tender without assigning any reason therefor and may accept 


any tender in part. 


This call is being made simultaneously in Pakistan, London, Washington, 


India and Singapore. 


GOVERNMENT OF PAKISTAN 


Ministry of Communications (Railway Division) 


TENDER NOTICE 


Tenders are invited for the supply of B.G., M.G., and N.G. and special size 
e N.W. and E.B. Railways during the year 


—— 
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MISS) ALA IGA 


Section will pay you to investigate the 
lumber products and service offered by W. T. Fergu- 
son Lbr. Co. You can’t beat Ferguson for value. 






1 Pimeed ee or Write Ferguson today for your lumber 






Woods 


scan, 








top quality 


FERGUSON LUMBER CO. 


St. Louis, Missouri 


Phone — Chestnut 8646 
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YOU CAN SAVE your ad- 
vertising dollars by using 
“Timber-r-r" cartoons in your 
own newspaper ads. These 
cartoons were prepared 
especially for Lumber Yard 
advertising. Mats of 104 car- 
toons in both | and 2 column 
= sizes now ready. Write to 


"| think we should build a room on the LIL-AD FEATURES, 
Soon You'll hear the RFD 3, Santa Ana, Calif. 
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Jeffreys-MeElrath 
MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Milled —_—, Ga. 
— ~~. Ga. 





Factory Locations 


Macon, Ga. 


Keesville, Va. 
Chase City, Va. 


Raleigh, N. C. 
Oxford, N. C. 
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make 
more 
sales 
--- more 
profit 


FLU OR 
If you et a building material dealer, it will be 


(ALL-WOOD THROUGHOUT) 
definitely to your advantage to investigate the 
sales possibilities of the THOMASON Flush Door - 
in your territory. : 
WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


Sold Only Through Distributors a 


THOMASON) 














5 PLYWOOD CORPORATION 


FAYETTEVILLE oe 


NORTH CAROLINA 





@ New 6-ft. band 
mill 


BETTER 
EQUIPPED 


@ New planing 
mill 


\ Bogs ds: 
@ New dry kilns 


ROGUE LUMBER SALES CO. 


P.O. Box 707, Medford, Oregon 
Phone: Central Point, Oregon 1091 


WEST COAST WOODS 
Shipping over 5,000,000 feet per month of Pon- 
derosa Pine, Sugar Pine, Douglas Fir, and White 
Fir from the recently completed 
re-manufacturing plant of our 
subsidiary, Southern Oregon 
Planing Mill Co., Inc. 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., Inc. 
and 
Jackson Creek Lumber Company, Inc. 


Standard Yard Items 
Reputable Sales Representatives Throughout the Nation. 














H. G. Dowson A. W. Lingaas 





BuILDING Propucts MERCHANDISER 


Maple and Birch Flooring 


in Cartons 
(or regular lengths ia bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 


ego} i, fed: 
LUMBER and LAND COMPANY 
Marshfield, Wiscons in 
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| Lincoln would use 
PERMA GLAZE 


a glazing compound 
FAR SUPERIOR TO PUTTY 


PERMA GLAZE is FAST: is UNIFORM: 
is PERMANENT: is BEST 





















MADE BY THE MAKERS OF THE FAMOUS QD PRIMELESS PUTTY 


THE sJf>)>) & 3 of o 


612 S. MAIN ST. 





ST.LOUIS 2, MO. 
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eral manager. Mr. Amann was for- 
merly industrial sales manager. In his 
new post, Mr. Amann will direct all 
sales of products manufactured at 
both the Stamford and Salem Divi- 
sions, which include Yale brand locks, 
door closers, builders’ hardware, bank 
locks, Tri-rotor pumps, made at Stam- 
ford, and, industrial locks and hard- 
ware, made at Salem, Va. 


Richard J. Brown has been appoint- 
ed advertising and sales promotion 
manager of the Delta Power Tool Di- 
vision of the Rockwell Manufacturing 
Company. He assumed his new duties 
at the Milwaukee headquarters of the 
division on May 7. Previously, Mr. 
Brown was director of advertising 
and sales promotion of the Crane 
Packing Company of Chicago. Before 
joining Crane, he was assistant to the 
advertising manager of the Building 
Materials Division of the Armstrong 
Cork Company. 


Max Hoffman, president of the Lud- 
man Corporation, manufacturer of the 
Auto-Lok Aluminum Awning Win- 
dows, announced the appointment of 
Hugh M. “Musty” Jones, Miami, as 
sales manager to succeed the late W. 
S. Shoffstall. In his new position, Mr. 
Jones will have charge of sales of all 
the company’s products. Mr. Jones is 
widely known in national window cir- 
cles and has for the past two years 
been manager of sales in the Ludman 
Auto-Lok Division. He joined Ludman 
after nearly a quarter of a century of 
service with the Detroit Steel Prod- 
ucts Company in Detroit, Mich., where 
he held various executive sales posi- 
tions including that of managership 
of the Michigan Sales Division. 


L. L. Gibson, a lumberman for 30 
years, has been named manager of 
Sash and Door sales for The Long- 
Bell Lumber Company, with head- 
quarters in Kansas City, Mo. He 
takes over the duties of Earl Kenyon, 
who organized the department 31 
years ago, and who plans to retire 
in the near future. Mr. Gibson started 
his career in lumber in the Kansas 
City offices of Long-Bell in 1921. Aft- 
er two years, he was transferred to 
the Long-Bell glazing plant at Fort 
Smith, Ark., where he remained until 
returning to the Kansas City offices 
in 1927. He became the Sash and Door 
representative in Chicago in 1938 and 
held that position until his recent pro- 
motion to head the department in 
Kansas City. 


OBITUARIES 


GEORGE EDWARD FRENCH, 82, 
founder and chairman of the board 
of The Atlantic Lumber Company, 
Boston, died May 28 at his home on 
Draper Road. Mr. French entered the 
lumber business as a partner in the 
firm of Furber, Stockford & French 
in 1890. Six years later he organized 
his own firm originally as a whole- 
sale organization. Over the years he 
expanded his holdings to include tim- 
berlands and sawmills at Knoxville 
and Erwin, Tenn., Sardis, Ga., Colum- 
bia, S. C., and Madisonville, Ky. He 
maintained a hardwood distribution 
yard at Buffalo, N. Y. Mr. French 
was widely known in business circles 
and had served as officer and director 
of numerous lumbermen’s trade asso- 
ciations. 


JOSEPH H. MULHALL 45, secre- 
tary-treasurer of the Mulhall-Erb 
Lumber Co., Owosso, Mich., was 
stricken with a heart attack, May 17, 
while attending a bowling banquet for 
a team he had sponsored. Mr. Mulhall 
was well known in lumber and build- 
ing circles throughout south-eastern 
Michigan, and was one of Owosso’s 
leading citizens and businessmen. He 
was long active in civic and fraternal 
organizations in which he distin- 
guished himself. Mr. Mulhall became 
actively associated with the Mulhall- 
Erb Co. soon after graduating from 
college. The company was founded as 
the Benkleman & Mulhall Co., his 
father, the late James H. Mulhall be- 
ing a member of the firm. Joseph 
Mulhall became general manager of 
the company at the death of his 
father some years ago. 


FRANK PAXTON, founder and 
president of the Frank Paxton Lum- 
ber Company, died May 16. Mr. Pax- 
ton suffered a stroke on May 5B. 
Born June 10, 1887 in Independence, 
Mo., he attended public schools in 
Independence and the Virginia Mili- 
tary Institute at Lexington, Va., where 
he was a member of the class of 1908. 
Frank Paxton was a Colonel on the 
staff of Governor Elliot Major of 
Missouri in 1913 and accompanied 
the Governor to Washington for the 
inauguration of Woodrow Wilson. He 
started business in the lumber mills 
in the State of Washington, then be- 
came a lumber broker in Kansas City 
in the year 1911. In 1916, he or- 





ganized his own company, the Frank 
Paxton Lumber Company, of which 
he was president. 

Frank Paxton, Jr., present manager 
of the Frank Paxton Lumber Coni- 
pany in Chicago, was recently elected 
president of the company. He will 
move to Kansas City and the general 
offices will remain at Kansas City. 
Floyd Miller, assistant manager at 
Kansas City, and with a service record 
of 27 years, will move to Chicago to 
manage that operation. 


CHARLES NIELSEN, SR., former 
manager of Stokely Yards, Inc., Un- 
derwood, Iowa, died May 17 at Coun- 
cil Bluffs, Iowa. Mr. Nielsen was 
born March 24, 1865, in Gjording, 
Denmark. He entered the lumber busi- 
ness with the Reis-Gabriel Co. in 
1890, serving as manager of their 
Underwood, Iowa yard from 1894 to 
1923 when the yard was acquired by 
Stokely Yards, Inc. Mr. Nielsen re- 
tired in 1948, having served the re- 
tail lumber industry for 58 years, 54 
years at the same desk. 





WHAT'S YOUR ANSWER? 


(continued from page 22) 





plays on wheels for better store 
arrangement? 


7—A company in this issue 
offers a new planning service 
for dealers to give their cus- 
tomers. What is the service and 
what company makes the of- 
fer? 


8—In what city has a dealer 
set sales records during the 
slow season? 


9—An advertiser features 
prefabricated strip flooring 
which eliminates sanding and 
finishing on the job. Name the 
company. 


10—What product dves the 
Drake Lumber Company dis- 
play as written up in the 
Pointers Section? 
See answers on page 90. 

















D. M. McCuintock LumBER Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 














ASK YOUR WHOLESALER FOR OUR LUMBER 
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EXTRA Value Flooring 


- A ae Diamond Hard 2nd and 3rd 


duty for their money-—- Grade Maple Flooring 
recommend 


INDUSTRIAL FLOORING 
For wor — woare- 
houses, office buildings 
recommend Diamond Hard 
heavy duty flooring 


J. W. WELLSVU] Jaap 


MENOMINEE Wlretslice-1 














THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 

















take ‘em down FAQ | 


The strongest, easiest to 
use Bracket on the Market 
You have a lot of customers 





who will buy these brackets 
on sight—not only building 
trade people, but home and 
farm customers. Eye-catching 
counter display sells 
them fast. Ask your 
jobber or write for 
nearest supplier. 


RETAIL AT $150 
($1.60 West of Rockies) 





THOMAS PRODUCTS COMPANY 


8490 Lyndon Ave. «+ Detroit 21, Mich. 
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a Specialists in Oak Floor. ~ 
_ ing. General wholesal- ~~ 
fs ers of all lumber items. =~ 
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Contac? us on your 
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YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. .- Log stop and Loader . . . Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 
for catalog and ‘Power House’. 


at 
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MACHINERY 








BuILDING Propucts MERCHANDISER 








SLURS omy ter: © THE LOWEST PRICED 
PLANER — 
THAT’S REALLY PRACTICAL 


For the small shop, mill or lumber yard that desires to keep equip- 
ment costs to the lowest practical minimum, the BUSS No. 208 is 
the perfect answer! It will handle everything within its 20" x8" 
capacity with speed and accuracy. It has a heavy cast iron base, 


sectional infeed-roll, sectional 
chipbreaker, 4 driven rolls, built-in 
knife grinding-jointing attachment, 
fully enclosed motors and many 
other desirable features. Available 
in various feed rates. Write for 
details. 


The BUSS line 


contains the ideal 
planer for every pro- 
duction set-up — 
single and double 
cabinet surfacers in 
various capacities and 
the No. 55 Double 
surface Roughing 
Planer. Bulletins on 
request. 


PLANER 
SPECIALISTS 


BUSS 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, 














NEW STORE SETS SALES RECORD 
IN SLOW SEASON 


(continued from page 52) 





An adjoining building will be 
remodeled and utilized as an 
appliance department. Space 
will also be available for kit- 
chen cabinets and bathroom 
and plumbing fixtures. 

Four salesmen work out of 
the retail office, contacting con- 
tractors and following up 
queries as they come over the 
telephone. These queries are 
the result of consistent adver- 
tising in local nwspapers. The 
firm utilizes a cartoon identi- 
fication symbol and writes its 
copy to tie in with the symbol. 
By using the same position and 
approximately the same size ad 
in the newspaper each week, it 
is believed that customers and 
prospective customers will fol- 
low the merchandising message 
regularly. The company is ex- 
perimenting with a 100-word 
radio spot announcement fea- 
turing storm windows and win- 
terizing needs twice daily. 

Although Frank remains ac- 
tive in both the wholesale and 
retail ventures, he delegates 


managerial duties in the retail 
yard to S. C. Robinson, assist- 
ant manager. Robinson, who 
has been employed by Frank 
since 1924, is past president of 
the Intermountain Lumber- 
men’s Association. 





HOW ONE DEALER USES 
BILLBOARD ADVERTISING 


(continued from page 50) 





program with a long-estab- 
lished St. Louis rug-cleaning 
firm. The rug-cleaning firm, 
capitalizing upon the fact that 
most St. Louisans keep an 
eye out for Central Hardware 
signs, ran its own billboards 
closely duplicating the Central 
Hardware color scheme, size 
and layout, with the title, 
“Shame on you, Central Hard- 
ware—for suggesting beating 
rugs.” At the bottom of the 
sign, the rug cleaner showed a 
rug quailing away from a 
housewife with beater in hand, 
and on the other side, a sketch 
of the company’s gentle-han- 
dling dry-cleaning plant. Many 
St. Louis billboard advertisers 
have run “take-offs” on Central 















The brand to rely on 
for quality. 


arom 


MANUFACTURERS OF 


TF / RED CEDAR SIDING 
SHINGLES 


Distributed through the wholesale 
trade exclusively. 





lavelle Ltd. 


PORT MOODY, B. C., CANADA 





o, 


advertising, all of which, of 
course, is good publicity for the 
hardware stores. 

Over a period of 12 months, 
Central’s signs cover all de- 
partments in the store. The 
most prevalent billboard theme 
is “Tinker Time.” During the 
winter months, the copy states: 
“Tools for long tinker nights” 
with a silhouetted figure shown 
at a workbench, and the word 
“tools” spelled out with wrench 
and pipe, hose, saw blade, T- 
square, coping saw, etc. With 
50 such billboards carrying a 
new sales message to a million 
people every month, it is small 
wonder that the name “Central 
Hardware” is so well known in 
the St. Louis area. 





11 TESTED PROMOTIONAL IDEAS 
TO STIMULATE NEW SALES 


(continued from page 54) 





cast, with no charge to the 
would-be, swapper. In between 
the swap offers, the announcer 
read commercials about the 
company and played recorded 
music. . 

The radio station’s survey 
showed the program enjoyed 
second-highest listenership. 


9—If you have a parking lot— 

dramatize it 

One lumber dealer does this 
by’ mailing out “parking cour- 
tesy cards” which tell the re- 
cipient that a space has been 
reserved for him in the store’s 
lot. People may see advertis- 
ing notices that there is plenty 
of free parking, but these can- 
not have the impact, or the per- 
sonal appeal, of a card issued 
—_—" to the prospect him- 
self. 


10—Show in the windows 

Do you sponsor any kind of 
radio or TV show? Why not 
put it on where the passers-by 
can see it, and be attracted to 
buy at the same time? That’s 
what a New Orleans firm did. 
Its two-a-day newscasts were 
made right from a show win- 
dow. Clicking teletypes ground 
out the news and stopped their 
own crowds between _ broad- 
casts. 


1i—The cuppa-coffee 

A small town yard serves 
hot coffee in the winter, coo! 
tea in the hot months. A sign 
invites passers-by to stop in for 
a moment’s refreshment, neo 
charge. 
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Gives Siding Jobs Improved 
Protection and Appearance 





zine corner strips ... 
oxidized zinc. . 


tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 





On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
Made of 
- will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 


The First Order Of Business At Our Mills 














| Every Yard Should Have an 
American Car Door Roller 


Best and cheapest —— 
helper for loading and (/sle : 
unloading lumber. \ 





Often pays for itself in one lumber shipment. Adjustable 
to fit openings 5 to 6 ft. wide: double extension roller for 
door 5 to 8 ft. wide. 


Can be furnished with wood or steel beam. “American” 
Logging Tools and Appliances best on the market. 


Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 
- Evart, Mich. 
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for Swing Saws 


y\Vi é S $30 to $50 A MONTH 
IN LUMBER AND LABOR . 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 
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GRAND RAPIDS & 


TANNEWITZ WORKS 


MICHIGAN 
CEPT 4 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of WHITE PINE STROBUS) 


Genuine 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C.Sel. & B. 4/4 to 8/4, 3”&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3”&wider x 13/71”. 
Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A. W.L.A. 1951 














BuILDING Propucts MERCHANDISER 


The Job at Hand... 


Lumber To Back Up Our Fighting Men Is 























Much of our current production is mov- 
ing out on Government requisitions. 


Until our United Nations job is finished 
we will divide the balance of our pro- 
duction among our regular customers 
who are doing essential civilian work. 















































THERE IS NO LET DOWN IN 
OUR QUALITY-PRECISION 
MANUFACTURE AND KILN 
DRYING 











The Ralph L. 


MITH 


Lumber Company 





























Mills: Anderson and Canby, California 
Sales Office: Anderson, California 








NORTHERN 
WHITE PINE 


NORWAY 
































RAINY LAKE LUMBER CO. Ltd. 


Scales Office 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathicu, Ltd., Rainy Lake, Ont. 


















Classified 
Advertising 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. : 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of | ub- 
lication. Advertisements are set in unilorm 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
wed. 
ars Terms — Cash With Order 
Minimum Charge $2 
Rates: : ’ 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times — 9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —7c per word for each insertion. 
Minimum charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are eqpeesinatety 
5 words to a line and when less are specifie 
or used, regular line rate is charged. me 
When answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 








Wanted — erienced millwork detailer and 
biller for oli betablished Minnesota Millwork 
Company. Steady work and fine opportunit 

for advancement. State qualifications an 

sal in your application which will be kept 
confidential. Address Box L-52, American Lum- 
berman, Inc. 





EXCELLENT POSITION OPEN FOR_ POND. 
PINE Lumber Grader. Preferably Certified. 
TRANSIT REMANUFACTURING CORP. 

P. O. Box 1694 
Albuquerque, New Mexico 





SITUATIONS WANTED 


Position wanted as manager of a Progressive 
retail building material organization. I will 
fully organize, reorganize or take complete 
charge of such an establishment. I will bear 
the most rigid investigation as to capabilities 
and character, and can furnish the highest 
type of references, 32 years of age, available 
immediately. Address Box M-28, American 
Lumberman, Inc. 


. | MANAGER—SUPERINTENDENT 
Desires connection in Spanish speaking coun- 
try. Have supervised donates. rebuild- 
ing and operating logging and manufacturing 
employing 500 men. Have worked and under- 
stand Mexican labor. Prefer working interest 
as part salary. No military status. Wife 
only. Both best health. Address Box M-39, 
American Lumberman, Inc. 











, WEST COAST LUMBERMAN 
Available July Ist—has 25 years sales and 
buying experience. Established trade of years 
standing over Mid-West, Lake and Eastern 





BUSINESS OPPORTUNITIES 





SAW MILL FOR SALE 


Central location — Queb 
New band mill. Capacity 5,000,000 


FBM per year. Special products.. In- 


Province. 





teresting. unusual, profitable propo- 
sition. All electric. Ample log supply, 
going concern. Box L-62, American 
Lumberman, Inc. 





States selling yards, wholesalers, millwork 
and sash door plants. Industrials and Rail- 
roads. Established mill accounts—Arizona, 
California, Oregon, Washington, Idaho, Mon- 
tana, British Columbia. Prefer Kansas City— 
St. Louis—Chicago—Indianapolis—Detroit or 
Philadelphia. Will consider Western Sales and 
Buying office. Sal expense basis. Reply 
Box M-51, American Lumberman, Inc. 





SCREEN DOOR MANUFACTURER 
Southeast, producer with proven ability needs 
partner or some one to purchase interest in 
company and handle sales. Have proposition 
worth net minimum $15,000 annually for right 
party. Require $60,000 investment. Worth in- 
vestigating. Address Box M-32. American 
Lumberman, Inc. 





LUMBERMAN—Alert co-ordinator, young, 26 
years of diversified retail building materials 
experience, active, sales minded, Esvrit de 
Corps. Now employed. Salary $4992 per 
—, Address Box M-52, American Lumber- 
man, Inc. 





25 years experience in diverse office routines, 
plus knowledge of lumber. Married. De- 
endable. Address Box M-53, American Lum- 
erman, Inc. 





Experienced lumberman age 34, with 13 years 
experience desires permanent position in the 
Rocky Mountain area as Retail Sales Man- 
ager or Buyer for a line yard Company. 
Fully qualified in all departments of the re- 
tail Lumber Business. Can furnish the best of 
references. Will be able to move by August 
‘- Address Box M-54, American Lumberman, 
nc. 





Wanted—by Iowa Line Yard Company, Yard 
Auditor, fifty years or under. Experienced in 
all phases of Retail Lumber Business includ- 
ing Credits. Replies held confidential. Ad- 
dress Box M-50, American Lumberman, Inc. 





LUMBERMAN, experienced in sales to con- 
tractors and industrials. Chicago. Perma- 
nent. Old established yard. Excellent oppe - 
tunity capable man. Address Box -45, 
American Lumberman. Inc. 





Manufacturer equipped with modern steel and 
concrete plant, large long life timber hold- 
ings, desires experienced salesmen with 
established trade sell exclusively long leaf 
Southern Pine and Penta Pressure treated 
lumber to yards and industrials Ohio, New 
York, Pennsylvania, New Jersey. and West 
Virginia, our rates being lower. Write fully 
giving full information and references in 
strict confidence. Address Box M-58, American 
Lumberman, Inc. 





Experienced hardware salesmen to sell our 
line of “‘Kwikset’’ hardware to lumber yards 
in Illinois, Michigan, Wisconsin, Indiana and 
Ohio. Excellent proposition. Call Nate Cash 
Lumber & Supply Company, 815 W. Grand 
Ave., Chicago. Telephone MOnroe 6-4847. 





WANTED: Experienced dry kiln operator, 
familiar with Standard Equipment. JOHN W. 
LEPERT LUMBER CO., Nelliston, New York. 





DRAFTSMAN 


Immediate opening for experienced millwork 
detailer and biller for special lumber mill- 
work plant. Permanent job for man experi- 
enced in this work, who is sober, healthy, 
willing to work, and cooperative. Employee 
benefits and good working conditions with 
67-year old company, locally owned and man- 
aged. Write complete outline of experience 
and salary expected to Mr. Donald Lewis, 
Campbell Coal Company, P. O. Box 1498, 
Atlanta 1, Georgia. 
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Married veteran, 26 years old, now employed 
as assistant manager seeks similar position 
more enterprising concern. Six years experi- 
ence buying, estimating, drafting, counter- 
work. Good refernces. Address Box M-56, 
American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 





TIMBER & TIMBERLAND 
FOR SALE 





For Sale: A section of land in Marquette 
County, Michigan. Well timbered. Frontage 
on three lakes, streams, roads and two camps. 
Address Box L-57, American Lumberman, Inc. 


MISCELLANEOUS—FOR SALE 








’ Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices, 


prompt delivery. F. M. Mosedale Co., St. 
Charles, Ill. 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





SAVE your advertising dollars by using ‘‘Tim- 
ber-r-r’’ cartoons in your newspaper ads. Mats 
of 104 cartoons on Building subjects now 
ready in 1 or 2 column sizes. Write to LIL-AD 
FEATURES. RFD 3, Box 150, Santa Ana. 
California. 





LUMBER MILL CONNECTIONS WANTED ON 
COMMISSION BASIS. Wholesale Building 
Material Jobber of 26 years experience in 
Wisconsin and Upper Michigan to sell West- 
ern stock. also Southern Hardwoods, Yellow 
Pine and Hardwood Flooring. Address Box 
M-55, American Lumberman, Inc. 


BUSINESS WANTED 


. WANTED TO BUY 

Retail Lumber Yard and Building Supplies 
Business with good sales volume. Have am- 
ple cash to invest. Can give excellent bank. 
trade and character references. Give full 
particulars which will be held strictly con- 
fidential. Write ©. Box 1138, ania, 
Florida. 


USED MACHINERY WANTED 














’ WANTED 
54°" Right Hand Band Mill. Address with 
a articulars and price, Box 590, Wesion, 
. Va. 





Surplus Winches and Dozers for all type 
crawler tractors, any age or model. 
Evans — Mt. Sterling, Ky. 


WANTED TO BUY— 
MISCELLANEOUS 








RAILS WANTED 
Any weight—Any tonnage 
DYER 


W. H. « INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 
STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 


MIDWEST STEEL CORPORATION 
Charleston, W. Va. 


254+, 34. and 354 
RECONDITIONED 
RELAYING RAIL 

For Dry Kilns 


a or 
All track requirements 


MIDWEST STEEL CORPORATION 
Charleston 21, W. Va. 





STEEL STANCHIONS 
3°’ diameter—plates drilled & welded to 
stanchion. 7 ft. high weight 45 lbs. 
$4.80 each. SMITH-ORR CO., WHOLESALE 
14351 W. WARREN DEARBORN, MICHIGAN 


LUMBER & DIMENSION 
FOR SALE 








LUMBER FOR SALE 
White Pine 
Red Pine 
Western White Spruce 
Eastern Spruce 
Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 





Car SHIM—MOULDING—CRATING stock $71 
MSM KD DF S2S RW RL Approx. 70% uppers. 
20M’ 9/16’° net—30M’ 7/16" net. 


SPRUCE BEVEL SIDING 1, x 6 Resawn KD 
Heavy B 30/40M MSM $110 Willapa Stock— 
Fill car from 2 x 4 rl 12 mo. Cé&Btr. DF 
S4S 15M’ 2 x 4/10 rw 8/16’ KD S2S DF D&Btr. 
7M'—Prices F.O.B. our yard—orders subject 
our acceptance. SO LUMBER COM. 
s TY, 1402 South First Street, San Jose, Cali- 
ornia. 


June 16, 1951, AMERICAN LUMBERMAN ©’ 
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LUMBER & DIMENSION 
FOR SALE 





laning mill ‘and can shi 
promptly. We solicit your inquiries. sala 
W. T. BAILEY LUMBER CO. 
Virginia, Minnesota 





Fir EK. D. Industrial Clears, all 
sizes from our plant. Your inquiries 
answered promptly. 
Al Cl ts Lumber Co. 
PO Box 908 
Eugene, Oregon 
Phone 5-3317 





TWX EG 049 





THOROUGHLY DRY OAK FOR SALE 


10 cars 8/4 3B and better rough oak. 

Can dress to your specifications. 

Will run aay 1/3 3B. 1/3 3A and 
1/3 No. 2 Common. 

Can ship straight car of 2x4, 2x6, 2x8 or 2x10. 


GRAYSON LUMBER COMPANY 
P. D. Box 1311 Phone 9-1131 
Birmingham, Ala. 





For Sale 


UPPER GRADE MEXICAN 
PONDEROSA PINE LUMBER 


Wholesale only for delivery trailer truck or 
shipments by rail from Texas land ports. 


R. G. GARCIA COMPANY 


Importers — Exporters 
309 Sames-Moore Bldg., Laredo. Texas 





CUTTING ORDERS WANTED 


500,000 ft. Southern Illinois Elm, locust, gum. 
sycamore and cottonwood No. 2 & Btr. 

,000 ft. Ill, & Ind. Oak and Mixed Hard- 
wood car stakes and loading timbers 4x4 up 
to 12x12 in. 

400,000 ft. Oak and Ash’ from Virgin Timber 
in Northern Illinois. 
3000 Pcs. Oak Piling 30 to 40 ft. NW. Ind. 
JOHN BRENNAN & CO., 5859 Ogden Ave. 
Chicago, Illinois 





Clear Fir Clothes Props 
I’ « 2° = § ht. 

$27.00 rr hundred, FOB Chicago 

Bernard Sales Co., St. Paul, Minn. 


BUSINESSES FOR SALE 








Lumber and Building % -¥ in fast growing 


South Arkansas Town. Yard established over 
25 years. Inventory approximately $35,000.00, 
Equipment $5,000.00, Sie $225,000.00, Long 
lease on well located property, modern Build- 
ng: Address Box L-58, American Lumberman, 
ne. 





Western Pennsylvania woodworking plant 

complete with all machinery. 50,000 sq. it. 

under roof with railroad siding, dry kiln and 

own water generated electricity. Reasonably 

priced for immediate occupancy. Address Box 
-57, American Lumberman, Inc. 





Retail Lumber Yard. Building supplies. Fast 
growing city in Western State. Sales $185,000 
year. Can be substantially increased with 
cioser supervision. Yard established in 1888. 
Present owner over 25 years. Good location— 
spur in yard and on right of way. Owner 
wishes to retire. Address Box M-43, American 
Lumberman, Inc. 





South Florida retail lumber yard in thriving 
forming town. Present chain operator grosses 
$200,000. Can be substantially increased with 
closer supervision. For details concerning 
this prosperous operation, call or write: 
Jack K. Thomas, Associate 
OSCAR E. DOOLY 
Investment Consultants and Realtors 
616 Ingraham ‘Building. Miami 32, Fla. 
Phone—3-6271 
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PROMPT SHIPMENT 





-USED MACHINERY FOR SALE 





PROMPT SHIPMENT 
Building Paper (36°’-500 sq. ft.) 
King Nail Bags—(larger opening) 
Twine (for tying lumber) 
Siding Corners (aluminum or Gal.) 
Aluminum Nails (in boxes or bulk) 
Iron Hangers (for wood joists) 
Cross Bridging 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ill. 





USED MACHINERY FOR SALE 





DRY KILN TRUCKS, any length, with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way. Alliance. Ohio. 





1—10" No. 133BM Woods Moulder Complete 
with Freauency Charger. 

1—No. 52 Allen-Curtis Charger. 

1—Roots Blower, 17 Cu. Ft. per Revolution, 
Capable of 6 Lb. Pressure. 

3—Model “B” Clark Platform Lift Trucks, Gas 
Driven. 

3—Model 12 Ross Carriers, on Solid Tires. 

1—No. 282 Yates Band Rip Saw. 42’ Diam- 
eter Wheel using 4 or 5” blades. Plain 
bearings, Belt Driven. 

1—16’ Diameter Dust Collector. 

250 Ft. of 23°" 18 Gauge Blow Pipe—Excellent 

Condition. 

500 Ft. of 11° High Pressure Blower Pipe— 

Good Condition. Crosby Forest Products Co., 

Picayune, Mississippi. 





MOULDER. MATTISON MODEL 221, 6 inch 
electric. Jakobe Lumber Co., Mankato, Minn. 





EXTRA LONG FLAT CARS 


40 AND 50-TON CAPACITY 
70-FOOT AND 74-FOOT LENGTHS 
All Steel Underframe 
Built 1941-1945 
Equipped with AB and K2 Type Brakes 
Ideal for loading logs and piling 
READY FOR IMMEDIATE SERVICE 
Telephonel Writel Telegraph! 


IRON & STEEL PRODUCTS, INC. 
13424 S. Brainard Ave., Chicago 33, Ill. 
Phone: BAyport 1-3456 





FORK LIFT TRUCKS 


1—Ross, Model 12 HT, 18,000 lbs. capacity, 
aa ft. lift, hydraulic steering, hydraulic 
brakes, equipped with side shifter, new in 
1949, price $6900.00. 
1—Ross, Model 15 HT, 15,000 lbs. c city 
15 ft. lift, hydraulic steering, hydraulic 
brakes, new in 1947, price $5500.00. 

1—Hyster, Model RT 150, 15,000 Ibs. ca acity, 
1 ie ft. lift, hydraulic steering, h Seem 

brakes, new in 1948, price $5900. 4 
1—10,000-lb. Ross, 14 ft. lift, Model 18 HT, 

new in 1947, price $4900.00. 
We have the largest amount of pneumatic- 
tired fork lift trucks in the United States. All 
equipment guaranteed for sixty days against 
mechanical defects. We will take trades, or 
sell on time payments. 
HARVARD EQUIPMENT CO., INC. 
291 Cambridge Street 

_. Allston 34, Mass. STadium 2-0826 

Distributors for Gerlinger trucks and carriers. 


Crawler Tractors with and without winches 
and dozers, both Diesel and Gas. Power 
Units. Diesel and Gas, thoroughly rebuilt, 
ready to go. Low prices. 

O. C. Evans — Mt. Sterling, Ky. 





For Sale—Skinner Steam Engine 
131, x 15—good condition. 
R. G. Kobel, 114 North 25th 
Ft. Smith, Arkansas 





FOR SALE—1 Shavings Baler & Motor. For 
immediate —*. Address Box M-42, Ameri- 
can Lumberman, Inc. 





BOOKS FOR SALE 
LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will 
help the student and operator to gain a bet- 


ter understanding of logging methods em- 
ployed. Price $5.00. 


THE LUMBERMEN’S ACTUARY. By John W. 
Barry. The latest edition has 504 pages and 
shows at a glance the value of any number 
of feet between 2 feet and 29,000 feet at any 
price between $6 and $150 a thousand. It 
also shows the board feet in any number of 
pieces from 1 to 2,000 pieces of any thickness, 
and for any width from 2 to 24 inches. It 
contains tables for figuring the cost of any 
number of thousands of lath or shingles from 
$4 + $15.75 a thousand, and for figuring 
moldings, lumber bills. car freights, car in- 
voices, yard inventories, odd sizes, wages, 
etc. In addition it has a table of measure- 
ments on wall board in 32 and 48-inch widths, 
a table showing the number of square feet 
in ceilings and walls of rooms of various 
sizes, tables for estimating the quantities of 
various items of lumber, shingles. etc., re- 
quired to cover given surfaces, a table of 
areas of openings. weights of lumber, etc. 
Tables of nails, kinds and quantities required 
for various work, and other tables of informa- 
tion are included. Price $10.00. 


BUYER AND SELLER LUMBER CALCULA- 
TOR. By H. R. A. Baughman. Sixth pocket 
edition. Lumber tables show all sizes and 
lengths in general use, and the number of 
feet in any number of pieces can be deter- 
mined at a glance—same tables can be used 
for addition, multiplication and division; also 
for computing dollars and cents by use of the 
decimal point. Also diagram and rules for 
cutting rafters, rules for finding the number 
of shingles and number of feet of flooring 
and siding for any size building, other help- 
ful hints. Price $2.50. 


EXPERT LUMBER PRICER. By E. M. Hiatt. 
A page for each price per thousand, in steps 
of $1 from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each page 
are listed by thickness and width the differ- 
ent items carried in the ordinary retail yard, 
and along the top margin are the various 
lengths. Turn to the price and find where the 
item and length lines cross, then find price 
per piece. Price $6.00. 








LIGHTNING VENEER CALCULATOR. By 
Vermeulen. Aid to veneer manufacturers and 
users of veneers for an accurate, handy and 
simple calculator. Tables cover all dimen- 
sions from 1/16 inch to 48 inches wide and 
from 1 inch to 144 inches long. Price $5.00. 


BUYER AND SELLER. By Baughman. 19th 
edition. Lumber tables showing 14,000 differ- 
ent sizes and lengths, and the number of feet 
in any number of pieces at a glance. Useful 
tables for reducing feet to inches, vice versa. 
Log scales, weights and measures, odd sizes, 
odd lengths, number of lath and the ingredi- 
ents for plaster and mortar—just a few of the 
bandy things to know. Desk Edition. Price 


SIMPLEX PRICE BOOK. Pocket size, loose 
leaf price book. Columns provided to insert 
the desired piece price under proper size and 
length. Cut out margin index for quick refer- 
ence. Complete book with margin index and 
loose leaf cover $3.00, extra back and ring 
covers $1.50, extra filler sheets, $1.50. 


LUMBER AND ITS USES. By Kellogg. A 
practical outline describing in non-technical 
language the properties and uses of the prin- 
cipal commercial species of wood which are 
manufactured into lumber. Fourth edition. 
Price $4.00. 

AMERICAN LUMBERMAN & 

BUILDING PRODUCTS MERCHANDISER 

139 N. Clark St., Chicago 2, Ill. 
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Many a man finds that the fair rose he mar- 
ried in June is a thorn in his side by July. 


x * * 
Teacher: “Joseph, what is one half of one tenth?” 
Bored Joe: “I don’t know, but it can’t be very much.” 
= 2 2 


It’s not the coffee that’s bad for our nerves. 
It’s the price. 


3 ee 
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aut oy 
















x *k* * 


A good reputation is based on good repetition. 
MAUK has been proved by time. Over the years the 
MAUK Lumber Co. has furnished the finest of wood 
products at a price that is right. 


x x 
A stork is a bird with many things charged 
against him that should be blamed on a lark. 
x &k& * 
Things being what they are, some people are saying 
that if Truman runs again he’d better run far. 
~ 2 @ 


You want lots of happy customers? You 
can wish on a star, find a four leaf clover or 
carry a rabbit's foot but the sure way to make 
that wish come true is easier. Call MAUK. 

What your customers want MAUK’s got. 
You'll like it better and sell it faster when it 
comes from MAUK. 

Next time don’t rub Aladdin’s lamp. Call us 
and discover the magic MAUK can do for you. 


x @ @® 


A little girl new to baby-sitting was asked her prices. 
After some thought she wrote them down. 

“Sleeping babies, twenty-five cents; crying babies, 
forty cents; wet babies, fifty cents; worse than wet 
babies, seventy-five cents.” 








= & #® 
So what if you can’t make a silk purse out 
of a sow’s ear — it still makes a mighty fine 
pigskin wallet. 
x *k * 


Do You Know Why Dept. 


Do you know why he didn’t like the army? Private reasons. 
Do you know why she couldn’t keep the date? Intentional flu. 
Do you know why MAUK always sells? It’s all ways good. 


MAUK Seattle Lumber Co. 


Seattle 1, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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